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NAIA Program For 
Dallas Convention 
Centers On Selling 


| Advertising, Agency Management, 
_ Large and Small Lines, Automated 
Agency Accounting Cited 


"GENERAL TWINING SPEAKER 


Present Problems of Agents Will 
Be Debated by State Directors; 
Other Merchandising Workshops 
The National Association of In- 


surance Agents has issued its com- 
plete program for the 65th annual con- 
' vention at Dallas, Tex., September 24-27. 
| The schedule is elaborate and includes 
F several simultaneous sessions—workshop 
gatherings and meetings of the national 
' board of state directors. President Porter 
| Ellis, CPCU, Dallas, and other leaders 
of NAIA will preside at these various 
' sessions. All functions will be held at 
| the Statler Hilton Hotel. The complete 
program foilows: 


Sunday, September 24 


9:30 A.M., Secretary-managers mect- 
; ing. 

3:15 P.M., Meet the 
' grand ballroom. 

Panel: T. Nelson Parker, Commis- 
sioner of Insurance of Virginia and pres- 
ident, National Association of Insurance 
Commissioners, Richmond; William FE. 
Newcomb, president, Great American In- 
surance Group, New York; Kent Parker, 
manager, Inter-Regional Insurance Con- 

> ference, New York; Mr. Ellis, president, 
NAIA. 

Moderator: H. H. “Red” Nelson, CLU, 
NAIA executive committeeman, Council 
| Bluffs, Iowa. 
© Press: Kenneth A. Force, National 
» Underwriter, New York; Fred C. Cro- 
f well, Jr. The Insurance Field, Louis- 
F ville, Ky.; Harry P. Bouck, Mid-Amer- 
F ican Insurance for Agency Producers, 
' Kansas City, Mo.; Roy Pasini, Under- 
_ writer’s Report, San Francisco. 

6:45 P.M., “Get Acquainted” buffet. 


Monday, September 25 


9 A.M., Opening general session, grand 
ballroom, President Ellis, presiding: 
Recognition of past presidents by the 
president; Victor Riesel, newspaper col- 
umnist, “Labor-The Big story”; Presi- 
dent Ellis, “There Is No Free Pie In 
The Sky.” 

Presentation of awards: L. P. McCord 
education trophy, highway safety, fire 


Press Panel, 


(Continued on Page 28) 
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Fits this market like a glove! 


Here’s real tailoring for your em- 
ployer-client with 10-34 employees. 
Just look at some of the new features 
of this expanded program of Group 
Special insurance. 

EXPANDED BENEFITS: Twelve Life 
and Accidental D&D schedules rang- 
ing from $2,000 to $30,000 + Disabili- 
ty income up to $65 for 26 weeks + 
Eight complete hospital packages 
from $10 to $22. 

PLAN FLEXIBILITY: Optional X-ray 
& Lab and Additional Accident + 


In Florida at least 15 employees must be insured. 


Optional employee and dependent 
maternity benefits. 

CLIENT SERVICE: Individualized 
employee booklets * Simplified bill- 
ing * Full B.E.U. service to help the 
employer obtain Better Employee 
Understanding of Group Benefits. 
Expand your influence. Profit in this 
fast-building market by offering a 
product ready to fit each firm. For 
experienced group planning assist- 
ance, call your local Connecticut 
General office. 


CONNECTICUT GENERAL €@@35 


Life Insurance Company, Hartford 


Life / Accident / Health / Group Insurance / Pension Plans / Reinsurance 
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Candidates Eligible 
For CLU Degrees Or 
Agency Management 


Over 1,200 Have Completed Series 
Of Examinations and Met Other 
Professional Requirements 


CONFERMENT DINNER SEPT. 27 


Exercises To Be Held in Denver 
During Annual NALU Meeting; 
Many of 1961 Class to Attend 


More than 1,200 CLU and Agency 
Management candidates who have now 
completed their entire series of examina- 
tions and met other professional require- 
ments will be granted their CLU des- 
ignations or Agency Management Di- 
plomas by the American College of Life 
Underwriters at the 34th annual confer- 
ment dinner and exercises to be held in 
Denver on September 27. 

I 

The registration board of the Amer- 
ican College announces that the CLU and 
CLU Associate designations will be con- 
ferred upon 1,076 candidates, including 
948 who completed the last of their series 
of five CLU examinations in June, 25 
who completed their examinations in 
previous years and met their experience 
requirements since the last conferment, 
and 103 holders of the CLU Associate 
designation who are receiving the CLU 
designation this year. Agency Manage- 
ment Diplomas will be conferred on 130 
candidates, 128 of whom completed the 
examination series this year and two who 
completed their examinations in previous 
years but who met the experience quali- 
fications this year. 


Many Will Be Present 
Many of the 1961 class of CLUs will be 


personally present at the conferment 
dinner in Denver conducted jointly by the 
American College and the American So- 
ciety of Chartered Life Underwriters. For 
the 34th year, Dr. S. S. Huebner, president 
emeritus of the American College, will 
administer the professional pledge. Pre- 
sentation of diplomas will be made at 
local meetings of CLU chapters and life 
underwriter associations later. 

Since there will be one more meeting 
of the registration board prior to the 
conferment exercises, a few more new 
CLUs will probably be added to the 
above figures before September 27. Can- 
didates who successfully completed their 
examination series in June, but lack ex- 
perience qualifications, will be approved 
for the award at the first annual confer- 
ment exercises after their experience 
requirements have been met. 

The total number of persons who will 
have received the CLU and CLU Asso- 
ciate designations during the 34 years 
of American College history is 9,802. 
The total number to have received the 
Diploma in Agency. Management during 
the same period is 627. 

Chairman of the registration board is 
Clarence B. Metzger, CLU, vice presi- 
dent, Equitable Life Assurance Society. 
Other members are: Charles W. Camp- 


(Continued on Page 8) 
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SPRINGFIELD 1,MASSACHUSETTS ¢ ORGANIZED 1851 


A NEW DAY FOR C.L.U. 
AND NON-C.L.U. ALIKE 


To the 7,000 C.L.U.s throughout the coun- 
try and the 12,250 men and women now en- 
rolled in C.L.U. study, the recent dedication 
of Huebner Hall represents the achievement 
of a cherished vision. 


Thirty years ago and more, the C.L.U. 
movement started as a concept in the minds 
of Dr. Huebner and those dedicated NALU 


leaders who saw the vision. 


Today the edifice in Bryn Mawr is tangible 
evidence that the American College of Life 





Underwriters and the professional body of 
C.L.U.s known as the American Society of 
Chartered Life Underwriters are established 
and accepted at last by the public and the 
great body of life underwriters. A vivid 
demonstration of the power of an idea whose 
time has come! 


It will be no less important from today on 
to encourage the new men in our business to 
undertake C.L.U. study. But of even greater 
importance, those of us who are C.L.U.s re- 
alize that C.L.U. is only the beginning. To 
live up to our own ideals, we must continually 
grow — and to help us, our American Society 
publishes the C.L.U. Journal and Query, and 
provides the C.L.U. Institutes. Other plans 
are under way to increase and improve our 
continuing education. | bespeak our contin- 
ued enthusiastic participation both as indi- 
viduals and as Chapters in the C.L.U. pro- 
gram. 


Jrbad atthe 


General Agent, Syracuse 
President, 

C.L.U. Association of the 
Massachusetts Mutual 
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Prudential’s Public Statement on Conflict 
Of Interest and Business Ethics 


With the exception of two paragraphs 
of a general character the full statement 
of August 28 made by Louis R. Menagh, 
president of The Prudential, on the sub- 
jects of conflicts of interest and business 
ethics, and addressed to all the com- 
pany’s staff at managerial level and 
above, follows: 

“T have the greatest confidence in the 
joyalty and integrity of Prudential peo- 
ple, many of whom I have worked with 
down through the years. They would not 
knowigly create the sort of situation 
we must guard against. But it is only 
reasonable that they should be given a 
clear understanding of what must be 
avoided. Therefore, for the guidance of 
officers and employes, the board of direc- 
tors has decided that Prudential’s policy 
and rules regarding conflicts of interest 
and business ethics should be put into 
clear and detailed form. Accordingly, 
on May 9, 1961, the board adopted a 
new By-Law dealing with this subject.” 
This By-Law reads as follows: 

No director, officer or employe of 
the Company shall have any position 
with or a substantial interest in any 
other business enterprise operated for 
a profit, the existence of which would 
conflict or might reasonably be sup- 
posed to conflict with the proper per- 
formance of his Company duties or 
responsibilities, or which might tend 
to affect his independence of judg- 
ment with respect to transactions be- 
tween the Company and such other 
business enterprise, without full and 
complete disclosure thereof to the 
Board of Directors. Each director, 
officer or employe who has such a 
conflicting or possibly conflicting in- 
terest with respect to any transaction 
which he knows is under considera- 
tion by the Board or any of its Com- 
mittees, is required to make timely 
disclosure thereof so that it may be 
part of the Directors’ consideration of 
the transaction. The Board of Direc- 
tors, who may act through an appro- 
priate Committee, shall adopt such 
regulations and procedures as_ shall 
from time to time appear to them 
sufficient to secure compliance with 
the above policy. 


Board’s Resolution 


At the same meeting the board of 
directors adopted the following resolu- 
tion: 

“Resolved, that no officer or em- 
ploye of the company in a position 
having a salary maximum of $35,000 
a year or more, or $16,000 or more 
if a member of the bond department, 
mortgage loan and real estate invest- 
ment department, commercial and in- 
dustrial loan department, law depart- 
ment, comptroller’s department, treas- 
urer’s department, and home office 
buildings and plant department (or a 
corresponding unit or division in a 
regional home office) shall be a direc- 
tor, officer, associate or partner of 
any other business enterprise oper- 
ated for a profit, or occupy any other 
position with such an outside busi- 
ness enterprise which involves any 
responsibility for or influence in the 
management thereof, without first 
having secured permission to hold 
such outside position from the board 
of directors.” 

Any officer or employe who is consid- 
ering acceptance of such a_ position 
should, before committing himself in 
any way, report the circumstances to his 
superior, who will make the necessary 
arrangements for submitting the matter 
to the executive committee. You will 
note that this resolution deals only with 
outside positions with business enter- 
prises and does not affect the company’s 
long-standing practice of permitting em- 


ployes to serve on boards of civic and 
charitable organizations. 

To help the board of directors in its 
consideration of the whole problem, a 
questionnaire was distributed to and an- 
swered by all those in positions where 
they could possibly influence company 
policy. A copy of the questionnaire is 
attached so that those of you who did not 
receive it can see what was covered. In 
the future somewhat similar question- 
naires will be distributed once a year. 


Adopt Five General Rules 


After studying the matter further, the 
board, on August 8, 1961, adopted five 
general rules to make clear the com- 
pany’s position in certain situations. 

The first rule conicerns the receipt of 
gratuities by Prudential personnel and 
has been adopted because the board feels 
that the staff is entitled to a single clear- 
cut statement in the matter. 


Rule 1 reads: It is hereby declared 
to be the policy of the company that 
none of its officers or employes should 
accept gifts, gratuities or favors of 
any kind from any person, firm or 
corporation doing business or seeking 
to do business with The Prudential 
under circumstances from which it 
could be reasonably inferred that the 
purpose of the gift, gratuity or favor 
could be to influence The Prudential 


officer or employe in the conduct of 
Prudential transactions with the 
donor, This policy does not contem- 


plate the prohibition of either the giv- 
ing or the receipt of normal hospital- 
ity of a social nature nor of the nor- 
mal practice of gift exchange on a 
reciprocal basis between persons hav- 
ing close personal relationships un- 
related to business. 


The second rule is intended to guide 
Prudential personnel in making invest- 
ments in public conporations—a privilege 
which of course must be accorded every- 
one. In our case, the situation is compli- 
cated by the fact that The Prudential is 
itself a major investor in corporations, 
and lends money direct to many hun- 
dreds of them. This leaves the door open 
for possible conflict of interest by those 


who, because of their association with 
Prudential, may learn of certain cor- 
porate situations which might provide 


a special personal advantage, or by those 
who may be in a position to influence 
Prudential action with respect to a com- 
pany in which they have an investment. 
Yet lit obviously would be unfair to pre- 
vent all Prudential employes from invest- 
ing in corporations whose stock is avail- 
able on the open market, simply because 
of Prudential’s association with a com- 
pany in which they may be interested. 
This is particularly true in the case of 
those employes who have no connection 
with investments, so ‘this rule applies 
primarily to those who are associated 
with the investment part of our business. 


Rule 2 reads: After the effective date 
hereof, ‘the following rules shall apply to 
the president, the executive vice presi- 
dent, any member of the law department 
handling work for either the bond de- 
partment or the commercial and indus- 
trial loan department, the secretary, the 
treasurer or any associate or assistant 
treasurer, any officer or employe of the 
comptroller’s department whose duties 
require him to see copies of the min- 
utes of the finance committee, any officer 
or employe in either the bond depart- 
ment or tthe commercial and industrial 
loan department, and any officer or em- 
ploye ‘having similar duties or responsi- 
bilities in a regional office: 

Stock and Equity Interests 


(1) Neither they nor members of their 
families living in the same household 


shall acquire directly or indirectly any 
stock or equity interest in any corpora- 
tion which has or has made application 
for a direct placement loan, during the 
loan negotiations or for a period of six 
months following the closing of such 
loan or termination of such negotiations 
if the loan is not closed. 

(2) If any such officer or employe has, 
or if he knows that a member of his 
family living tin the same household has, 
acquired a stock or equity interest in 
any corporation which has or is a ah 
ating for a direct placement loan fron 
The Prudential or which is sienilaciiaie 
with The Prudential for any modification 
of the terms or conditions upon which a 
direct placement loan has_ theretofore 
been granted he shall be obligated, not- 
withstanding that such stock or equity 
interest may have been acquired in a 
manner not prohibited by paragraph (1) 
above, to make immediate and full dis- 
closure of the circumstances of such 
stock or equity investment to the (presi- 
dent and to the finance committee. 


(3) All such officers and employes shall 
treat information which they receive 
about the financial condition and business 
activities of any direct placement loan 
borrower or applicant as confidential. 
Such information shall not be disclosed 
to or discussed with other officers or 
employes of the company, except those 
whose duties include pz urticipation in the 
consideration or supervision of the loan. 

If the finance committee, after taking 
into consideration the size of any such 
stock or equity investment disclosed to 
it and the position of the officer or em- 
ploye _—s it, shall determine that it 
would be in the best interest of the com- 
pany, for the purpose of avoiding a pos- 
sible conflict of interest or criticism of 
the company or poor business ethics, to 
do so, it is ‘hereby authorized and em- 
powered (a) to require any such officer, 
employe or member of his family living 
in the same ‘household, to divest himself 
ef such stock or equity holding; and/or 
(b) to exclude such officer or employe 
from further participation in any nego- 
tiations (or any other matters which it 
may specify) with the direct placement 
borrower. 

Mortgage Loans to Officers and 
Employes 


The third rule was adopted in order to 
include a specific statement on the matter 
of making mortgage loans to officers and 
employes even though The Prudential 
has always had formal rules concerning 
the making of mortgage loans to officers. 

Rule 3 reads: After the effective date 
hereof: 

1. No mortgage loan shall be made 
to any officer of the Company. 

2. No mortgage loan shall be made 
to any employe of the company not 
an officer having a salary maximum of 

5,000 or more, to a resident attor- 
ney in the law department, or to an 
employe in the mortgage loan and 
real estate investment department or 
a corresponding unit or division in a 
regional home office who has a salary 
maximum of $16,000 or more; pro- 
vided, however, that in the event of a 
transfer of such an employe into a 
different area, if the vice president in 
charge of the mortgage loan and real 
estate investment department shall be 
satisfied that such employe cannot 
obtain mortgage financing upon his 
new home upon reasonable terms from 
another lender, he may approve a 
loan to such transferred employe at 
such rate and upon such terms as are 
generally available to other Pruden- 
tial borrowers in the area. 

3. In the event that any officer or 
employe to whom the foregoing rules 





are applicable shall acquire property 
subject to an existing Prudential mort- 
gage, or in the event that he has a 
Prudential mortgage at the time of 
his election or promotion to such 
position, no modification of any of 
the terms of such loan or mortgage 
shall be made without the approval 
of the vice president in charge of the 
mortgage loan and real estate invest- 
ment department, who shall approve 
only if he is satisfied that the loan 
or mortgage as modified will be on 
terms and at a rate generally avail- 
able to other Prudential borrowers 
in the area. 


The fourth rule was adopted to cover 
what has long been considered an ob- 
vious conflict of interest in most organ- 
izations — i.e., for employes, especially 
those in the higher levels of manage- 
ment, to invest in competing organiza- 
tions. 

Rule 4 reads: After the effective date 
hereof, no officer or employe of the com- 
pany at or above second vice president 
level shall directly or indirectly acquire 
as an investment any stock in an insur- 
ance company writing life, accident or 
health insurance. 

The fifth rule was adopted to prevent 
possible conflicts of interest with banks 
holding Prudential deposits. Since com- 
pany funds are deposited in a very large 
number of banks, the appearance of such 
a conflict is always possible. Rule 5, 
therefore, was adopted and made appli- 
cable to all officers and employes who 
could conceivably have any part or influ- 
ence in determining action with respect 
to our bank deposits. 

Rule 5 reads: After the effective date 
hereof, if the president, any executive 
vice president, and first or second vice 
prestdent in a regional home office, the 
treasurer or any associate or assistant 
treasurer, shall make, endorse or guar- 
antee any loan from a bank which is, or 
is being considered for approval as, a 
depository for the funds of the company, 
he shall immediately report the loan to 
the executive committee. 

Although no rule on this subject has 
been adopted with respect to other mem- 
bers of the staff, board has ordered 
that on future annual questionnaires 
there be disclosed any unsecured indebt- 
edness of an officer or employe in excess 
of three months’ salary. 

These rules are designed to cover most 
Situations, but special or unusudl types 
of possible conflict may rise. In such 
cases, you are expected to observe the 
spirit of our rules, and avoid any situa- 
tion in which your freedom from outside 
influence could be doubted. In any case, 
either within or without the rules, when 
you are uncertain as to what is proper, 
you should consult your superior. 

I feel sure that we can count on your 
continued cooperation in carrying out 
in the spirit of the company’s policy and 
these rules of conduct to the end that 
even an appearance of conflict of interest 
will be prevented.” 


Franklin Promotes Duffy 


John E. Duffy has been promoted to 
regional manager in Chicago for Frank- 
lin Life of Springfield, Ill. according to 
an announcement by Company Presi- 
dent Chas. E. Becker. Mr. Duffy is a 
native Chicagoan and a veteran of 25 
years of service to his company. 

As agency manager, Mr. Duffy has 
built one of Franklin Life’s leading sales 
units, currently ranking 4th among some 
500 agencies across the nation. He pre- 
viously served as division manager at 
Cincinnati and as director of specialized 
training in the home office. 

Mr. Duffy’s appointment to this Chi- 
cago post fills a vacancy left over two 
years ago by F. J. Budinger who be- 
came executive vice president for the 
company in Springfield. 
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Crown Passes $3 Billion 
Crown Life of 
nounced the 


Toronto recently an- 
attainment of $3 billion of 
Incorporated in 1900 
business in 


insurance in force. 
the company commenced 


1901 and has been g 


rowing each year. 


While it took the company 52 years to 
attain the first billion of insurance in 
force, only six years later this amount 


was doubled and at the end of July, 1961 
the company’s records showed a total 
of $3,013,017,397 of insurance and an- 
nuities in 
Currently 
is written in 
states of the 
Columbia and 
comes mainly f 
Indies and the 


f rece. 
about 45% of its business 
Canada and 45% in 4 
United States, District of 
e uerto Rico The balance 
om agencies in the West 


United Kined m 
PERSONNEL 


Z..- SERVICES, INC. 


“Specializes in Insurance" 
ACTUARIES FEE PAID ................. $15-25,000 
Associates—Fellows—many states. 


GENERAL AGENTS FEE PAID ...........$15-25,000 
Heavy Life Experience—many locations. 








LIFE UNDERWRITER ......................000- $10-12,000 
Heavy Ord. Exper. with some Actuarial. 
GROUP SALES & SERVICE .............. $ 9,000 


Fee Paid & You'll move to Sunny California. 


LIFE UNDERWRITER (N. J.) ........ $.. 8,000 
Hvy. Admin. + Methods, Manuals, 
Procedures. 

AGENT RECRUITING. ....................0... $ 8-9,000 
You'll travel Maine to Virginia for Brite 
Future. 


ACTUARIAL STUDENT 
2-3 Exams will do. Small & tice Lite ‘Co. 

ASST. TO TREASURER...................... $ 7-8,000 
3+ yrs. Life Co. Accounting Experience. 
Top future, comptroller potential. 

GROUP CLAIMS 
or Los Angeles & 1 for N. c. 





6-7,000 
2 + yrs. 


50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 








C. of C. Institute 

A one-day Institute to discuss the 
issues of Federal tax reform will be held 
by the Chamber of Commerce of the 
United States on October 12. Reforms 
that can help achieve growth, stability, 
neutrality, this country’s 
tax system will be discussed. 
Professor Dan 


and equity in 


Speakers will include: 
Throop Smith, Harvard Graduate School 
of Business and former Deputy to the 
Joel 

Norman B. 
National 
Rep. 
(R-Mo.) of the ways 


Secretary of Treasury; Barlow, 
Washington tax 
Ture, Director of 


Bureau of 


attorney; 
Tax Studies, 
Economic 
Curtis 


Research; 
Thomas B. 
joint eco- 
Martin 


University 


and means committee and the 
nomic committee; and Professor 
J. Bailey, economist at the 
of Chicago. 

The Institute will be open to the pub- 


lic with questions from the audience 


It will be from 10 a.m. to 4 p.m. in the 
National Chamber Building, Washing- 
ton, D. C 





A. M. KUNIS & CO., 
Consulting Actuaries 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St. New York 36 
WI 7-8266 


INC. 
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$ When in doubt 

$ CALL 

: The Maurice Blond Agency 
$ Hamilton Life Ins. Co. of New York 

$ 
$ 


15 Park Row, N. Y. C. 38 Worth 2-1280 
We're awfully sweet on diabetics! 


$ 
$ 
$ 
$ 
$ 
$ 
$ 
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We're In The NEWS 
NEW Policies 


NEW Premiums 
NEW Interest Rates 
FOR EXAMPLE: $10, 000 «~~ $37.50* 


No Man's Debts 
Should Live After Him 


We will insure a 


man age 35 for: 


to Grade Policy for Size. 


WITH: 





BANKERS SECURITY 





$20,000 ~~~ $67.50" 


*Decreasing Term to Age 70; $30.00 Per Unit Plus $7.50 


MAKE A NEW BROKERAGE CONNECTION 


MORRIS HOROWITZ AGENC 


101 Maiden Lane New York 38, 
REGIONAL GENERAL AGENT FOR: 


INSURANCE SOCIETY 


All NEW policies based on the 1958 CSO Mortality Table 


Incorporated in the State of New York 
Licensed in all States except Alaska, Mississippi, and Wisconsin 





Female Rates slightly lower. 






New York 


LIFE 














Storey Made 2nd V. P. 
Of New England Life 


APPROVES MORTGAGE LOANS 





Mayo, Curtis, Dumont, Betts, Barr, Gib- 
son and Spellissy Figure in 
hanges 





John C. Storey has been elected sec- 
ond vice president of New England Life 
in the mortgage and real estate division. 
He has been counsel for New England 
since 1959. In his new position Mr. 
Storey will investigate and approve or 
recommend mortgage loans. As in the 





JOHN C. STOREY 


past the legal matters in the mortgage 
and real estate areas will be handled by 
the law division. 

After gr raduating from Harvard Uni- 
versity in ’35 and Harvard Law School 
Mr. Storey practiced law in Boston. He 
was with the FBI during World War 





GERALD MAYO 


II and was associate counsel for Tex- 
tron, Inc., before joining New England 
Life as an attorney in 1950. He became 


assistant counsel, associate counsel and 


in 1959 counsel. 
H. O. Staff Promotions 


The company also announces promo- 


tions of three men of its home office 
staff. 
Gerald E. Mayo is appointed adminis- 


trative assistant in the office of the pres- 
ident, John A. Curtis supervisor of train- 
ing and college relations and Robert C. 
Dumont promoted to employment rela- 
tions supervisor. 

Mr. Mayo, a 
graduated from Boston 
1953 and joined New England Life in 
1956 after being in the Army. Since last 
October he has been supervisor of train- 
ing. He is a past president of the 
Greater Boston Junior Chamber of Com- 
merce and belongs to American Society 
of Training Directors. 

Mr. Curtis, born in Boston, was grad- 
uated from Bates College and received 
his master’s degree in education at 
Springfield College. A naval officer in 
World War II, he held admissions, per- 
sonnel and administrative positions with 
Bates, Hofstra and Springfield colleges, 
and was personnel director of Berkshire 


native of Boston, was 


University in 





Robert M. Crowe to Join 
American College Staff 


Robert M. Crowe, formerly assistant 
professor of insurance at Northeastern 
University, will join the staff of the 
American College of Life Underwriters 
later this month it was announced by 
Herbert ‘C. Graebner, CLU, dean of the 
college. Mr. Crowe will assume the posi- 
tion of director of examinations, with 
the responsibility of supervising the prep- 
aration, administration and gr ading of 
Chartered Life Underwriter and A, gency 
Management examinations. He will suc- 
ceed Dr. Albert H. Clark who has ac- 
cepted a_ position on the faculty of 
Georgia State College of Business Ad- 
ministration. 

Mr. Crowe, a native of Providence, 
was educated at St. John’s Preparatory 
School and Boston College where he was 
graduated magna cum laude. In 1960 he 
received his M.A. in Insurance from the 
Wharton School of the University of 
ren gongs! ay is currently w king 
toward his Ph.D. in Economics under 
and S. S. Bri nro Fellowship at Penn, 
He has passed all of the C.L.U. examina- 


tions. For the past two years he has 
been on the faculty at Northeastern 
University, and in 1960 he taught the 


Part IV CLU class at Boston University, 
While an undergraduate, he was em- 
ployed part-time by the Harvey Crowe 
Insurance Agency in Lynn, Mass. Mr. 
Crowe is a member of the American 
Risk and Insurance Association and the 
American Association of University 
Professors. i 


Gen’! American for Group 


General American Life Insurance Com- 
pany has announced that Edward C. 
Eckhoff will become an assistant district 
Group manager in St. Louis, and that 
Raymond Kann will be district Group 
manager in Kansas City. 

Mr. Eckhoff joined the company in 
1952 after graduation from Washington 
University in St. Louis. He served as 
a Group representative in St. Louis, and 
in 1958 was made district Group man- 
ager in Kansas City. He is relinquishing 
the Kansas City post to return to St. 
Louis for personal reasons, 

Mr. Kann, is a 1957 graduate of the 
University of Missouri. Until his promo- 
tion, he was a Group representative in 
Los Angeles. 








Life before joining New England Life in 
1956 as supervisor of employe relations, 
He is a member of the American Col- 
lege Personnel Association and National 
Vocational Guidance Association and 
president of the Greater Boston Per- 
sonnel and Guidance Association. 

Mr. Dumont, a native of Marlboro, 
Mass., is a gre vduate of St. Marks School 
and Dartmouth College. He joined New 
England Life in 1957 and was promoted 
to personnel assistant in 1958. He is a 
director and immediate past president of 


the Greater Boston Chamber of Com- 
merce. 
James F. Betts, CLU, has been ap- 


agency assistant in the home 
office. A graduate of Washington Uni- 
versity, he joined New Egland Life in 
1950 as a clerk in the St. Louis agency, 
and became an agent there later the same 
year. He was promoted to supervisor 
in 1959, in charge of a four-man unit 
which produced $2 million of new busi- 
ness last year. 

Harry C. Barr was promoted to se- 
curity analyst. A graduate of Wesleyan 
University and Harvard Business School, 
he joined the company in 1958.. 


pointed 


Group Field Appointment 


Joseph W. Gibson has been promoted 
to assistant Group manager in Chicago 
and George T. Spellissy a Group repre- 
sentative in Charlotte, N.C. 

Mr. Gibson, a graduate of Skerry’s 
College in Edinburgh, Scotland, has been 
district Group representaive in Chicago 
for the past two years. Mr. Spellissy 
graduated from Holy Cross College in 
1952 and has been Group representative 
in Boston for New York Life since 1956. 
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Moshe Pomrock Visited with Israel’s 
President Ben-Zvi on Trip Abroad 





Left to right—Dr. Joseph Laron, Israel Supt. of Insurance; President Yitzhak 
Ben-Zvi of Israel and Moshe Pomrock, Citadel Life’s president. 


Moshe Pomrock, president of the Cita- 
del Life of New York, recently returned 
from over a month’s trip abroad, the 
highspot of which was his visit with 
Yitzhak Ben-Zvi, President of Israel, 
who congratulated him on the success of 
the Citadel Life in its operations here 
to date. 

Mr. Pomrock presented President 
Ben-Zvi with an original edition of the 
complete Works of Flavius Josephus, 
Jewish historian and celebrated warrior. 
This book was printed in New York City 
in 1794 and contains the history of the 
Jews from Josephus down to 1794. The 
volume, a gift to Mr. Pomrock from 
William H. Bender, Jr., retired New York 
general agent of National Life of Ver- 
mont, is a translation from the original 
in the Greek language and covers a 
period of more than 1,700 years. 


Stockholm, London and Israel Visits 


In telling The Eastern Underw riter 
about his trip, Mr. Pomrock said he was 
much impressed with the new home office 
building of Folksan Insurance Co. in 
Stockholm, Sweden. He described it as 
“a beautiful building architecturally, com- 
fortably and tastefully arranged, with 
oil paintings and sculpture in the lobby 
and executive offices.” He was enter- 
tained at luncheon by Seved Apelquist, 
president of the Folksan and other offi- 
cials, 

In London Mr. Pomrock called on re- 
‘oie ince company executives and visited 
London Lloyd’s headquarters. Thereafter 


he went to Israel where he conferred 
with the three Israel insurance compan- 
ies—Hassneh, Migdal and Zion—and met 
with the State Superintendent of Insur- 
ance, Dr. Joseph Laron, who accompanied 
him to his appointment with President 
3en-Zvi. 

Before returning to the Uni ited States 
Mr. Pomrock spent a few days in Cop- 
enhagen, Denmark, where he compared 
notes with Johannsen V. Hoiriis, man- 
aging director of a cooperative Danish 
company called the Mejeriernes Og 
Landbrugets Ulykkesforsikring. 


To Introduce New Policies 


In late September the Citadel Life will 
put three new policies on the market, 
which were recently approved by the 
New York Insurance Department. They 
include 10 to 15 year convertible term 
contracts and 10 and 15 year convertible 
term riders, plus a retirement income 
plan for male and female risks; for 
males up to age 65 and for females at 
ages 60, 62 and 65. 

The Citadel is also planning to provide 
its agents with Group insurance and 
other fringe benefits. In addition, the 
company is contemple iting to hold its first 
sales convention for agents and brokers 
in the summer of 1962 at a site yet to be 
selected. The qualifying period will end 
June 30, 1962. 

Mr. Pomrock emphasized that the Cita- 
del is making steady progress in accord- 
ance with its plans for general agency 
development in metropolitan New York 
and up-state. 








New LIC Headquarters 


Charles E. Phillips, president of Life 
Insurers Conference has announced that 
the headquarters office of the Confer- 
ence will be moved on October 1 to the 
Tyler Building, 1004 North 
Street, Richmond, Va. 

The Tyler Building’is modern in every 
respect, and is located in a relatively 
concentrated insurance center developing 
in the West End of the city. 

President Phillips commented that the 
new quarters will provide more adequate 
parking space, meet the growing need 
for work production, filing, and supply 
space, and provide a long needed library 
and/or conference room. 

The space occupied will contain in ex- 
cess of 1,150 square feet located on the 
third floor of the building and has been 
partioned to meet Conference speci fica- 
tions. 


Thompson 


STOCK EXCHANGE OFFERING 





Registered by Funded Security Corp. 
To Acquire Chicago and San Juan 
Insurance Firms 
Funded Security Corporation, Chicago, 
has filed a registration statement with 
the Security & Exchange Commission for 
520,855 Class A shares ($2.00 par value) 
covering the proposed acqu’sition of Pil- 
grim National Life of America, Chicago 
and International Life Assurance of the 

Americas, San Juan, Puerto Rico. 

Under terms of the offering, holders 
oi Pilgrim National would receive 1.15 
shares of Funded for 1 share of Pilgrim. 
International shareholders would receive 
0.13 Funded shares for 1 share of Inter- 
national. 

Funded presently owns and operates 
as a subsidiary one life insurance com- 
pany—Funded Security Life. The firm 
plans to also operate Pilgrim and Inter- 
national as subsidiaries. 





Announcing 


Our New 


LATIN AMERICAN 
DEPARTMENT 


to assist brokers with their 


Spanish-speaking life insurance clients 


x *k * 


FULL COMMISSIONS 


paid to brokers and surplus line writers 


WHITE & WINSTON, 


INC. 


342 Madison Ave., New York 17, N. Y. 
Phone: MUrray Hill 2-7811 


General Agents: 


UNITED STATES LIFE INSURANCE CO. 
IN THE CITY OF NEW YORK 


*See full story on P. 14. 











A&H SALES MANAGER 
$10,000 

This is one of the largest and best 
known companies in the country—and 
based in the midwest. Expansion of their 
agency system has produced openings 
throughout the entire U. S. for Accident 
& Health producers who are capable of 
running their own operations. Potential 
and current income unlimited! +:E-996 


LIFE AGENCY DIRECTOR 
$18,000 

Here is a company, not yet ten years 
old and branching into an Ordinary De- 
partment program. It is small but pro- 
vides the best chance possible for the 
man who wishes to utilize his experience 
in running an Agency Dept. in his own 
way. Located on the Eastern seaboard. 
We believe a ground floor opportunity 
exists in this position. + E-997 





LIFE ACTUARY 
$16,000 


The Actuary who has risen to an As- 
sociate but wishes for the time to com- 
plete his exams will find a fine oppor- 
tunity here. This is one of the oldest and 
finest of New England's mutual compan- 
es. The prestige of working for them 
furthers the career of any 
Actuary. ++ E-998 


potential 





GROUP SALES REP. 
$11,000 
The Group man who has made a good 
production record but believes the mar- 
ket prospects in his area are limited or 
advancement are 
The com- 


whose chances for 
limited must look into this. 
pany is a household word—its openings 
now at a peak because of progressive 
expansion. Midwest and southwest. 

++ E-999 





330 S. Wells St. 





Without any obligation, send for our brochure, "How We Operate." 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 
HArrison 7-9040 


Chicago 6, Illinois 





LIFE GENERAL AGENT 
$15,000 
If you are a successfully producing 
G.A. or Manager now but hope to make 
a change, our services will save you 
valuable time and effort. Our clients are 
the finest and best known companies. 
Openings exist in virtually every state. 
lf you have the abilities the companies 





prefer, our fee will be paid in many 
cases. In days we produce results! 
++ E-1000 
LIFE ACTUARY 


$13,000 

You need not apply if you do not want 
a creative position with the taste of chal- 
lenge. It is for the young man who wants 
to initiate an Actuarial Department, will 
live in the Pacific Northwest, and pro- 
gress with this great company. A Fellow 
of the Society is preferred along with 
fine management ability. + E-1001 
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New Electronic 
Brain Computes 
Full Insurance 
Program-—Saves 
Up to 10 Hours 





BACKGROUND INTERVIEW. A Mutual Benefit Life Analag- 
rapher obtains the information he needs to make a perceptive 
analysis of his prospect’s financial affairs and objectives. 
The Electronic Analagraph complements his professional 
analytical skills. 


DATA PROCE! 





THE IBM 650 COMPUTER records and evaluates the data fed into it from punched 
cards, and in two minutes delivers eight possible insurance programs to the Mutual 
Benefit Life agent. Here, the MBL agent and his prospect watch the business end 
of the computer as it goes through its calculations. 





UP TO NOW, the agent needed 4 to 10 hours to personally 
calculate the prospect’s possible programs. Now electronics 
frees him for client service, eliminates human error and pro- 
duces the programs quickly and clearly. 


THE VITAL STATISTICS are punched into THE EIGHT analyses delivered on IBM 
IBM cards. These are fed into the com- cards include the prospect’s present 
puter, which evaluates the information coverage plus seven proposed ways to 
and calculates the possible programs. achieve his goals. 
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WALTER SCHWORM 


Walter Schworm, Nature 
Lover, Takes Pride 
In His Policyholders 


MBL Agent for 49 Years, Shows Surprise 
at His Own Persistency Record 


“IT am not a hunter, fisher or golfer,” says 
Walter Schworm, “and that’s three strikes 
against me already!” At least that’s what 
he’d have you believe. But Walter Schworm, 
who is now 69, has a rather special kind of 
record! 

“My list of policyholders is not as large as 
I should have made it,” he explains, “but 
there is quality in it. They seem to live and 
pay their premiums.” His first policy, sold 
September 12th, 1912, is still in force with 
all dividends left in. 

“ “Never brag about your death losses’, A. S. 
Johnston once told me. Folks would rather 
buy from an agent with a good mortality 
record than one who pays a lot of death 
losses,” Walter Schworm points out. 

He has used that idea with discretion be- 
cause it happens to be true, and it works 
because we are all superstitious to a point! 

Today Walter Schworm’s biggest interest 
is looking after his policyholders. Many of 
them are around his own age, and he likes to 
think in terms of what insurance can do for 
them in retirement. 


Nature Lover 


Walter Schworm was reared on a farm, and 
likes the wide open spaces. He enjoys putter- 
ing around a wood lot on the old farm that 
he owns. He likes trees and a nice lawn, and 
has planted quite a few trees that “are 
mighty fine now.” Walter’s summer cottage 
is on the bank of a large creek. In addition to 
making improvements year by year, he thor- 
oughly enjoys traveling, and has seen quite 
a bit of the United States, coast-to-coast. 

Walter Schworm’s accomplishments in- 
clude membership in the Million Dollar 
Round Table, National Associates and the 
CLU designation. He has been a member and 
past president of the Buffalo Life Under- 
writers Association, the Buffalo Life Insur- 
ance Trust and Banking Council, and the 
Central Park Men’s Club, a member of the 
Masonic Order and Buffalo Consistory, 
Buffalo Athletic Club, Kiwanis and Quality 
Clubs. 

Walter also has served as zone chairman 
of the American Red Cross, a captain of the 
1961 YMCA Capital Fund Drive, and has 
worked on the United Fund Drives. 


CLU GROUP ACTIVE 


The Mutual Benefit CLU Association, formed 
in 1938 to advance the interests of CLU 
among company people, has been especially 
active in encouraging CLU candidates. The 
gratifying percentage of CLU’s among MBL 
fieldmen is due in large part to the Associa- 
tion’s efforts. 


In recent years, in addition to general 
communication, the As- 
sociation has held a stim- 
ulating session at each 
of Mutual Benefit Life’s 
national meetings. The 
Association chooses its 
officers at the national 
meetings as well, 





Current officers of the 
CLU Association are: . : 
President, John H. Ames, ND AAS 
CLU, New York-Youngman; Vice Presi- 
dents: Frank Ridge, CLU, Washington; 
Ervin J. Lewallen, CLU, Miami; Donald W. 
Warner, CLU, Toledo and Bruce Bogue, CLU, 
Los Angeles; Secretary: Mildred F. Stone, 
CLU, home office. 





Major Medical 
Coverage Ex- 
tended for 
MBL Agents 


Mutual Benefit Life Insurance Company has 
announced an extension of coverage for all 
members of its field force who are presently 
enrolled in the group major medical plan, or 
who expect to apply in the future. 

In accordance with the previous plan un- 
derwritten by the company, the age limit was 
restricted to 75. Mutual Benefit Life ex- 
tended the age limit to 80. 


Reinstatement Slated 


Coverage will be reinstated for any person 
whose policy was terminated upon reaching 
the age of 75. The company stated that for 
the present there will be no change in pre- 
mium rates upon attainment of age 75, but 
that future premiums will depend upon the 
company’s experience under the group major 
medical plan. 








Mutual Benefit Life’s Ordinary insurance in 
force surged past the $5,000,000,000 mark 
during the first quarter of 1961. 

The first billion was achieved in 1919— 
74 years after MBL was founded. Only as 
recently as 1951 we reached the $3 billion 





$5 Billion of Ordinary in Force 


level and six years later the $4 billion mark. 

Now—in four short years, the Ordinary 
in-force total has zoomed to over $5 billion 
in protection for hundreds of thousands of 
people, protection which is 952% in life 
insurance of permanent form. 











An important breakthrough in life msurance planning 
—the “Electronic Analagraph’—is a new, exclusive 


Mutual Benefit Life service- The “ Analagraph” is a 
scientific device that lets yew chart your family protec- 
tion and retirement needs+ A pioneer in tts held, the 
“Analagraph” complements the Mutual Benefit Life 


man’s experience and knowledge to furnish superior 
life insurance services Now,through the magic of elec- 
tronics, a new dimension has been added—the “Electronic 
Analagraph "+ Write us for further information. 


Benefit is our middle name 


MUTUAL BENEFIT LIFE 


INSURANCE COMPANY - NEWARK, NEW JERSEY « SINCE 1845 








THE ELECTRONIC ANALAGRAPH STORY reaches over 12,368,760 of the country’s top insurance 
prospects through Mutual Benefit Life Insurance Company’s messages in the Atlantic Monthly, 
Business Week and Fortune, as well as in Harper’s, New Yorker and Time. 
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New Franklin Policy 


Franklin Life of Springfield, Ill, has 
launched a new policy called the 
Mother's Family Protector. A new con- 
cept in the family type policy, the con- 
tract features substantial reducing Term 
to 65 protection on the mother, and 
$1,000 level Term to age 22 on each child. 
It is designed to meet the need for 
mother or wife insurance in families 
which already own considerable cover- 
age on the bread winner. 

The first Mother’s Family Protector 


policy was issued on August 24 ‘to Mrs. 
John E. Smith, wife of Midwest Sales 
Director John E. Smith of Springfield, 
Ill. She received the contract from As- 
sistant Vice President Henry J. Merriam 
who heads Franklin ‘Life’s new business 
department. 

Vice President William D. Clements 
indicating the need for such a contract, 
explained that “Mother is a lot of im- 
portant people” and until recently her 
economic value to the family usually was 
not recognized or was ignored when 
planning for adequate family protection. 





not essential. 


held in strict confidence. 


LIFE DEPARTMENT MANAGER 
DOWNTOWN NEW YORK 
Well established GENERAL INSURANCE FIRM has recently con- 
tracted to act as representatives for a NATIONALLY KNOWN LIFE 
INSURANCE COMPANY. Management background helpful, though 


Salary $12,000 to $15,000, based on previous earnings and ex- 
perience. Write, enclosing complete resume: Box 2936, The Eastern 
Underwriter, 93 Nassau Street, New York 38, New York. All replies 











SY 
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$931.98. 


10 Commerce Court 





THEY'RE TAKING 
THEIR HATS OFF 


TO DOMINION 


for really competitive 


Immediate Annuity rates. 


For a man age 65, $10 Monthly In- 
come (minimum deposit, $15,000)—a 
Life, No Term Certain, Annuity rate 
of $1,381.80. Or, for a man age 70— 
$1,153.46; or for a man age 75— 


A grand opportunity for people with lump 
sum amounts of cash available (holders of matur- 
ing bonds or beneficiaries under estates) who are 


seeking a way to maximize lifetime income. 


Call us for further information 


Phone MA 2-5990 









Since 1889 


MAD OFFICE ‘WATERLOO, ONTARIO 


Newark 2, New Jersey 





CLU Conferment 


(Continued from Page 1) 


bell, CLU, vice president, Prudential; 
Herbert C. Graebner, CLU, dean, Amer- 
ican College of Life Underwriters; Wm. 
Eugene Hays, CLU, general agent in 
30ston, New England Life; and Joseph 
H. Reese, CLU, Reese Consulting Serv- 
ices, Jenkintown, Pa. 


Following are names of candidates 
from New York to whom CLU and CLU 
Associate designations will be officially 
awarded, and also candidates who will be 
awarded the Diploma in Agency Man- 
agement: 

Louis Abravanel, Metropolitan, Freeport; 
Morris Adelman, Metropolitan, New York City; 
William Andersen, John Hancock, Brooklyn; 
George H. Anderson, Equitable Society, Babylon; 
Samuel H. Austin, Prudential, Jamestown; James 
F. Barletta, Jr., Prudential, Rochester; Henry 
G. Barnhurst, Provident Mutual, New York; 
Bastone, Prudential, Bronx; Rudolph 

Connecticut Mutual, New York; An- 
thony T. Belleri, Metropolitan, Brooklyn; Herbert 
Berkowitz, Equitable Society, New York; Clyde 


M. Biddinger, Equitable Society, New York; 
L. E. Bielski, Provident Mutual, New York; 
Ruth E. Blattner, New England Life, New 


York; George M. Boden, Metropolitan, Wan- 
taugh; James P. Bracken, Metropolitan, Bayside; 
*Martin B. Breen, Massachusetts Mutual, Buffalo; 


Richard F. Bruno, New York Life, Albany; 
Herbert J. Budnick, Aetna Life, New York; 
Robert A. Cahn, Postal Life, Flushing; Ray- 


mond G. Carpenter, New York Life, Jamaica; 
Joseph B. Cepelak, Metropolitan, Long Island; 
Louis S. Charloff, Home of N. Y., New York; 
Joseph T. Cleary, Jr., Metropolitan, Hartsdale; 
Louis Cohen, Metropolitan, Brooklyn; Samuel 
B. Cohen, Provident Mutual, New York; George 


B. Crofut, Metropolitan, Wantagh; Ottway S. 
Culpepper, Gotham Life, Brooklyn; Merton D. 
Custer, Massachusetts Mutual, Garden City; 


Donal R. Dashnow, Metropolitan, Morrisonville; 
Lovenia R: David, Connecticut Mutual, New 
York; Nathaniel H. Davidoff, Mutual Benefit, 
Garden City; Louis Deckelboim, Metropolitan, 
Brooklyn; Harvey F. Dickler, Penn Mutual, 
New York; Maurice E. Dobrinin, Penn Mutual, 
New York. 

Also George A. Eagen, Jr., New York Life, 
Huntington; John S, Earwaker, Travelers, Syra- 
cuse; Ralph G, Engelsman, Jr., Mutual Of New 
York, New York; Philip B. Fisher, New York 
Life, Poughkeepsie; Richard H. T. Flanigen, 
Tr., Mutual Of New York; Donald A. Frederick, 
Prudential, Glens Falls; Thomas M. Galligan, 
Equitable Society, New York; Bernard D. Gelber, 


Massachusetts Mutual, Brooklyn; Stephen A. 
Gilles, Northwestern Mutual, Utica; Marion I. 
Gilmore, John Hancock, Albany; Henry E. 


Glies, Jr., Provident Mutual, Syracuse; Lawrence 
M. Goldstein, New England Life, New York; 
Julius Goodman, Equitable Society, New York; 
Hans Guenther, Fidelity Mutual, New York; 
Edwin Guinsburg, Connecticut Mutual, New 
York; Daniel J. Hart, Metropolitan, Flushing; 
James I. Helt, Metropolitan, Bronx; Donald; 
R. Hirst, Prudential, Olean; Paul F. Houser, 
Metropolitan, Rome; Melvyn Jay Huber, Mutual 
Benefit, New York; Ira A. Jacobs, Prudential, 
Wantagh; Donald James, Equitable Society. New 
York; William E. Jarvis, New York Life, Utica; 
Russell B. Kahn, Equitable Society, New York; 
Leon Kalayjian, Equitable Society, New York; 
Peter A. Karl, Jr., Northwestern Mutual, Utica; 


William A. King, New York Life, Larchmont; 
Daniel K. Kirk, Equitable Society, Brooklyn; 
Sidney N. Klein, John Hancock, Rosedale; 


Arthur Kleinman, Prudential, Brooklyn; Bernard 
Kooper, Mutual Trust, Brooklyn; Fred Lamon, 
Mutual Trust, Valley Stream; Sam Landau, 
Prudential, New York; Theodore R. Lazarus, 
Connecticut Mutual, New York; LeRoy Lebo- 
witz, John Hancock, Yonkers; Samuel D. Levin, 
Equitable Society, New York; David V. Lourie, 
New England Life, Massapequa; Kenneth J. 
Ludwig, U. S. Life, New York; Donald J. 
Mackintosh, Metropolitan, New Hyde Park; 
Richard R. Magin, State Mutual, Buffalo; Robert 


M. Maguire, Metropolitan, Bronx; Joseph J. 
Mangione, Metropolitan, Orchard Park; Law- 
rence D. Mangum, Metropolitan, New York; 


Ralph J. McMahon, Jr., New York Life, Bing- 


hamton; William G. Meharg, Union Central, 
New York; Burton H. Miller, Metropolitan, 


Binghamton; Robert G. Miller, Prudential, Ken- 


more; Stanley E. Miller, Equitable Society, 
Brooklyn. 
Also Thomas G. Moran, Phoenix _Mutual, 


‘Rochester; *Bartholomew J. Moynahan, Equitable 
Society, Peekskill; Robert W. Mugg, Metro- 
politan, New York; Bernard T. Murray, Jr., 
John Hancock, Albany; Edwin Nadel, New Eng- 
land Life, New York; Edwin B, Neale, New 
York Life, New York; Eleanor M. O’Keefe, 


Equitable Society, Port Washington; Irwin 
Olshan, New York Life, Rego Park: Louis 
Ostrin, Prudential, New York; Maurice R. 


Patterson, Aetna Life, Kenmore; Sol Pearlman, 
Metropolitan, Long Beach; Morgan A. Pearsall, 


New York Life, Buffalo; Gordon F. Priest, 
Connecticut General, Loudonville; Joseph V. 
Raimondo, Metropolitan, Buffalo; Lester D 


Reich, Postal, Jamaica; Stanley Reid, Metro- 
politan, Brooklyn; Bernard J. Rose, Jr., Mas- 
sachusetts Mutual, New York; Myron B. Rosen- 
berg, Metropolitan, Queens; Robert Ross, Equi- 
table Society; Harris E, Rude, Equitable Society. 
New York; Herman D. Saltzman, Penn Mutnal, 
Albany; Albert D. Sarles, Prudential, Buffalo: 
Bettylou Scandling, Mutual Of New York, New 
York; Murray Scherer, Metropolitan, Bronx; 
Joseph K. Schwartz, Manhattan Life, Ellenville; 
William Schwartz, Mutual Benefit, Wantagh; 
Jack H. Scott, New England Life, Hicksville; 


—= 


Midland Mutual Appoints 
Line Assistant Actuary 





RUSSELL A. LINE 


Appointment of Russell A. Line as as- 
sistant actuary has been announced by 
Midland Mutual Life. 

A native of Cleveland, Mr. Line re- 
ceived a Bachelor’s Degree in mathe- 
matics from Kent State University and 
a Master’s Degree in Actuarial Science 
from the University of Michigan. He is 
a member of Phi Kappa Sigma frater- 
nity. 


Griffing Made Group Mgr. 


J. Ross Griffing has been appointed 
manager of the State Mutual Life Group 
office in Kansas City. 

Born in Dallas, Mr. Griffing graduated 
from Brown Military Academy in 1949 
and from North Texas State College in 
1955. He entered the Group insurance 
sales field with Pacific Mutual, and for 
three years was manager of the Zurich 
Insurance Co. Dallas Group office. Since 
1960 he had been an assistant Group 
specialist in New Orleans for Mutual 
Of New York. 





James N. Serphos, New England Life, New 
York; Clyde L. Short, Prudential, Poughkeepsie; 
Ralfe O. P. Silverman, Jr., Equitable Society, 
Whitestone; William Silverman, Prudential, New 
York; Henry P. Silvestri, Metropolitan, New 
York; Jesse J. Simoson, Massachusetts Mutual, 
Niagara Falls; Harry I, Smith, Guardian, Elm- 
hurst; Jack L, Snyder, Mutual Benefit, New 
York; Norman S. Sobel, Mutual Benefit, New 
York; William F, Sonnenreich, Florsheim-Buzzell 
Co., New York; Arthur Stein, Mutual Benefit, 
New York; William J. Sullivan, Jr., New York 
Life, Albany; Frank N. Vaccaro, New York 
Life, New York; Harry Weber, Guardian, 
Mineola; Leslie E. Weiner, Connecticut Mutual, 
New York; David F. West, Penn Mutual, New 
York; Phillip R. Williams, Prudential, North 
Tonawanda; Robert M, Williamson, Connecticut 
Mutual, Rochester; Harold L, Wilshinsky, Equi- 
table Society; 

*CLU Associate. 

Candidates who will receive diploma in agency 
management from New York include: Paul Good- 
man, Guardian Life, New York; Bernard Gorson, 
John Hancock, Brooklyn; Seymour Fisher, Home 
Life, New York; Irving Friedman, Aetna, New 
York; Robert G, Haritos, John Hancock, New 
York; Orval A. Hosch, Phoenix Mutual, New 
York; Donald J. Reap, Continental Assurance, 
New York; Gordon K. Rose, New York Life, 
New York; Robert J. Rush, New York Life, 
New York; Murray Rosen, Metropolitan Life, 
Massapequa; Robert W. Schauf, New York Life, 
New York; Joseph J. Warren, Phoenix Mutual, 
New York. 

CLU Associates from New York «ho will re- 
ceive CLU designations include: 

George Baronian, Phoenix Mutual, New York; 
Ivan D, Booth, Equitable Society, Rochester; 
John L. Briggs, Jr., Metropolitan, New York; 
Edmund _ S. Constantini, Metropolitan Life, New 
York; Charles J. Dexter, New York Life, New 
York; Richard E. Erway, Equitable Society, 
New York; John J. Finn, Metropolitan, Mount 
Vernon; Warren K. Fischer, Equitable Society, 
New York; Robert C. Fregosi, Metropolitan, 
New York; Francis I. Gallagher, Home Life, 
Long Island; Francis G. Graham, Metropolitan, 
Astoria; Harold G, Hansen, Equitable Society, 
New York; Roland W. Lederer, LOMA, New 
York; Vincent A. McNamara, Metropolitan; New 
York; James B. Molloy, Equitable Society, New 


York; Frederick W. Read, Jr., Home Life; 
Robert J. Rush, New York Life, New York: 
Anthony J. Schultz, Metropolitan; New York: 
Howard H. Seibert, Equitable Society, New 


York; Jacquelyn A, Wentzell, Teachers Insur- 
ance & Annuity Ass’n, New York; Michael J. 
Zenzen, John Hancock, Waterford; George L. 
Zevnik, Guardian Life, New York, 
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IHOU Annual Meeting 
To Be in New Orleans 


SILVER ANNIVERSARY THIS YEAR 
About 400 Members and Guests Expected 
To Attend on October 18-20; 
Meeting Program 





The Institute of Home Office Under- 
writers, which is celebrating its silver 
anniversary this year, will hold its 25th 
annual meeting in New Orleans at the 
Jung Hotel on October 18 to 20. About 
400 members and their guests are ex- 
pected to attend, representing life in- 
surance companies in most of the 50 
states and in Canada. 

The first day of the meeting will open 
with a talk by Dr. Alton P. Ochsner, 
founder of the Ochsner Clinic, New Or- 
leans, and a life director of the American 
Cancer Society. Dr. Ochsner will de- 
scribe the treatment of cancer today 
and discuss possible treatment in the 
future. 


Next, the traditional presidential ad- 
dress will be given by the head of the 
Institute, John D. Rockafellow, director 
of underwriting of Pacific Mutual Life. 
There will follow a talk by Emmett 
Russell, Jr., vice president of the Life 
and Casualty of Tennessee. 

In the afternoon there will be a series 
of technical forums on home office under- 
writing. The subjects to be discussed in- 
clude issue costs; new business methods; 
finances, persistency and insurable in- 
terest. 

On the second day of the meeting 
members of the Institute will participate 
in morning “clinic” discussions of un- 
derwriting problems involving Ordinary 
life insurance. Election of officers for 
the coming year will take place at a 
business meeting following this session. 

During the afternoon, Russell L. 
Wagner, vice president and actuary of 
National Life and Accident, will speak 
on the proposed Commissioners’ 1961 
Standard Industrial Table and its effect 
on underwriting weekly premium life 
insurance, 

The balance of the program for the 
day will consist of a panel on under- 
writing and issuing monthly and weekly 
premium life insurance. 

On the final day of the meeting there 
will be a talk on aviation by Harry F. 
Gundy, vice president for underwriting 
of Sun Life of Canada. The meeting 
will close after a panel discussion on 
competitive underwriting, military and 
high substandard insurance. 


Life Ins. Securities Corp. 


Forms Two Subsidiaries 

Life Insurance Securities Corp., an in- 

surance holding and management com- 

pany, with home offices at Portland, Me., 

has, according to its president, former 

Maine Governor, Burton M. Cross, 
formed two new subsidiaries. 


One is First National Underwriters 
Corp., which will operate as a general 
insurance agency, handling all forms of 
insurance and reinsurance. It is planned 
that this new corporation will be de- 
veloped on a national basis. Its primary 
purpose is to give Maine Insurance Co. 
and other LISCO controlled subsidiaries, 
as acquired, special representation in 
specific fields of the insurance business 
and to also provide the agents of Maine 
Insurance Co. with the opportunity to 
write various other forms of insurance. 
Herbert L. Rackliff, who is first vice 
president of Life Insurance Securities 
Corp., and executive vice president of 
Maine Insurance Co., a LISCO subsidi- 
ary, has been elected president of First 
National. 

The second of the two recently formed 
subsidiaries is Madison Insurance Fin- 
ance ‘Corp., organized to engage in the 
field of insurance premium financing as 
well as in other forms of financing. Mr. 
Cross will also serve as president of 
Madison. 





Detroit Group Manager 


Named manager of the Detroit Group LIFE INSURANCE 


insurance office of Pacific Mutual Life 


is Norman J. wing ‘“" ba tay Fr: the x Fa Ad E WA L PURCHASED ON 
promotion came from D. S. Liggett, 
Group vice president of the Los An- EQUITABLE BASIS 


geles-based company. 


Mr. Nicolay replaces John P.Harri- RENEWAL PURCHASE COMPANY 


man who now takes over Pacific Mu- 
tual’s Group operation in San Diego. Mr. 320 Park Avenue, New York 22, N. Y. PLaza 3-2826 
Nicolay joined Pacific Mutual in 1957 
and has been in the Detroit Group insur- 











ance office since that time. 








GRADUATE STUDENTS 
~ YOUNG PROFESSIONAL MEN 





Many successful Life underwriters specialize in these 
markets, with great success. 


For the young professional man, the hazard of serious 
disability is greater than the hazard of death. 


He needs Disability insurance as well as Life insurance. 


Provident has a special plan of Non-Cancellable and 
Guaranteed Renewable Accident and Sickness coverage 
designed expressly for this great and growing market. 


We have named it “Modified 65.” Our brochure Form 


1455-PT tells the full story. A copy is yours for the 
asking. 


BROKERAGE BUSINESS INVITED 





Consult the Provident office 
nearest you or write to 


ACCIDENT DEPARTMENT 


PROVIDENT 


LIFE AND ACCIDENT INSURANCE COMPANY 
CHATTANOOGA 
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Exhibits to be Displayed 
At LAA Meeting in Dallas 


About 400 exhibits, featuring outstand- 
salés 
promotion, employe communications ma- 


leading life insurance com- 


ing advertising, public relations, 
terials of the 
panies in the United States and Canada 
will be at the 1961 Life Ad- 
vertisers Association meeting to be held 
yn-Dallas Hotel, Dallas, 


m Tuesday, September 19 and will re- 


yn display 
at the Sherat 


main on display in the ballroom toyer 


of the hotel through Friday noon, Sep- 
tember 22. 

Awards of excellence will be presented 
to the winners of such citations by Lo- 
flin E. Harwood, Great American Re- 
serve, chairman of the awards committee 
of the LAA, at the final business ses- 
sion of the convention. 

As in past years, the award winning 
exhibits at the LAA meeting will also 
be shown at the Life Insurance Agency 
Management Association meeting later 
in the year. Also, this year, the award- 
winning efforts will be displayed at the 
innual meeting of the American Life 
Convention in Chicago 


&& 


These new Plusses 
make Group Major Medical 
by GUARDIAN 
nileacMils> die) (-Mmtleecw-ler-]ee-] eli 
than ever before. 





Even before we improved our group major medical policy, it was 
one of the best available. New features make Guardian an even 


better buy for your clients! 


@ Choice of our new “‘corridor deductible” or our fa- 
miliar “integrated deductible’. 


@ Choice of variable coverage. For example, low room 
and board maximum with high surgical expense 


coverage. 
other variations. 


Or special plans for executives. 


Many 


@ Surgical maximums automatically renewed after 12 


months. 


@ Lifetime coverage may be available through con- 
tinuation or conversion to individual policy. 


For complete information, call your Guardian Manager, or write: 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company @ Established 1860 
Park Avenue South at 17th Street @ New York 3, New York 


MORE THAN $2,000,000,000 OF LIFE INSURANCE IN FORCE 





Home Life of New York 
Names Petty An Officer 


FOR THE FIELD ADMINISTRATION 





Murphy, Stephenson and Wallace Also 
Appointed to New Posts; Careers 
Of New Appointees 


Home Life of New York, has an- 
nounced the appointment of William C. 
Petty Jr, CLU, as an officer of the 
company, with the title of director of 
field administration. William P. Worth- 
ington, Home Life’s chairman, made the 
announcement following the August 
meeting of the board’s executive com- 
mittee. 

The appointments of Charles A. 
Murphy as director of field training and 





WILLIAM C. PETTY, JR. 


of Walther S. Stephenson and William 
B. Wallace to the title of director of 
agencies were also announced by John 
H. Evans, vice president-sales. 

Mr. Petty will be in charge of sales 
department and agency administration, 
under the general guidance of Benjamin 
\. Herrmann, assistant vice president. 
Mr. Murphy will be responsible for the 
company’s field underwriter training 
programs, and will also continue to direct 
a group of agencies. Mr. Stephenson and 
Mr. Wallace will have full time respon- 
sibility for the direction of groups of 
agencies. 

Careers 


Mr. Petty joined Home Life in 1946, 
after serving as a major in the field 
artillery, in the Huntington, W. Va. 
agency managed by his father, William 
C. Petty, Sr. In 1948 he was named 
assistant manager and soon after trans- 
ferred to the home office. After com- 
pleting his assignment, he returned to 
Huntington as associate manager in 
February, 1951. Upon his father’s retire- 
ment in 1955, Mr. Petty was appointed 
manager of the agency. 

In June, 1960, Mr. Petty was again 
called to the home office, where he has 
been serving as executive assistant in the 
sales department. 

Mr. Murphy joined Home Life in 1935 
as a field underwriter in the company’s 
Providence, R. I. agency, and a year 
later was named manager of that agency. 
In 1944 he came to the home office for 
a two-year assignment in the sales de- 
partment, and in 1946 was made manager 


of the Boston agency. In 1956 Mr. 
Murphy returned to the home office 
where he has served in several sales 


management capacities in the areas of 
training and agency direction. 

Mr. Wallace came to Home Life in 
1952 as a sales department trainee after 
grnduation from Columbia University, 
where he played varsity football. Soon 
afterward he went on military leave and 


Spaulder and Warshall 


Names Nassberg, Summer 


Frank P. Nassberg and Julian H. Sum- 
mer, CLU, have been promoted to as- 
sociate general agents of the Spaulder 
and Warshall Agency. They were previ- 
ously assistant managers of the agency, 

A native New Yorker, Mr. Nassherg 
entered the life insurance field in 1945 
following service with the Army in World 
War II. He joined Spaulder and War- 
shall in 1952 and became an assistant 
manager in 1958. He is a member of the 
Life Supervisors Association. 

A graduate of New York University, 
Mr. Summer entered the insurance field 
in 1951 and joined the Spaulder and War- 
shall Agency two years later. A mem- 
ber of the Life Underwriters Associa- 
tion, he has been a contributing editor 
to the monthly Bulletin for the past 
three years. Mr. Summer served on the 
board of trustees of the Life Supervisor's 
Association in 1959, end is a past presi- 
dent of the North Shore Synagogue in 
Syosset, Long Island. 

Spaulder and Warshall, leading agency 
of The Guardian Life for more than 25 
years, is devoted exclusively to the de- 
velopment of personal insurance cover- 
age—individual and Group—from general 
insurance brokers. The aeency, which 
is located at 123 William Street, is cur- 
rently writing Ordinary life at a 


rate 
of close to $35 million annually. 





July Life Purchases 

July purchases of life insurance 
amounted to $6,125,000,000. practically 
the same as the corresponding month of 
last year, according to the Life Insur- 
ance Agency Management Associ 
of Hartford. 

Purchases of Ordinery insurance in 
July were $4,268,000,000 compared with 
$4,161,000,000 a year ago. Industrial li 
insurance bought in July amountcd to 
$589,000,000 compared with $558,000,000 
a year ago. New Group life insurance 
totaled $1,268,000,000 in July, compared 
with $1,425,000,000 a vear ago. These 
figures represent new Groups set up and 
additional protection under amended 
Group contracts already in force. 

For the first seven months of the year, 
life insurance purchasers totaled $44,929,- 
000,000, up from a year ago by $2,653,- 
000,000. The seven month Ordinary in- 
surance total was $30,453,000,000, com- 
pared with $30,311,000,000; industrial in- 
surance totaled $4,165,000,000, compared 
with $4,116,000,000 the previous year; and 
Group insurance totaled $10,311,000,009, 
compared with $7,849,000,000. 


lation 


¢ 


Over Half Billion in Group 

Group life insurance in force reached 
over a half a billion dollars at Standard 
Ins. Co., Portland, Ore., according to R. 
V. Cummins, vice president and sales 
director for the company. The figure 
represents a new high and represents the 
total of all Group insurance in force in 
the nine western states in which Stand- 
ard operates. 





served as a Navy officer until 1956, when 
he became a field underwriter in the 
Washington agency. He qualified for the 
Million Dollar Round Table during his 
first full year in the field and, in Jan- 
uary 1958, he was appointed assistant 
manager. In August, 1958, Mr. Wallace 
was transferred to the home office as a 
field assistant, with field recruiting and 
agency direction responsibilities. 

Mr. Stephenson joined Home Life in 
1949 as a sales trainee in the sales de- 
partment and was named agency assist- 
ant in 1951, During this period he worked 
in various phases of the company’s field 
recruiting program. Transferred to Phila- 
delphia as a field underwriter in 1952, 
he was named assistant manager in 1954. 
Mr. Stephenson returned to the home 
office early in 1956 and has since com- 
pleted a number of assignments in the 
a-eas of field training and agency direction. 
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Hancock Offers Novel Approach to 
Education and Marriage Expenses 


A unique approach to two major finan- 
cial problems facing most parents today, 
their children’s education and marriage 
expenses, has been devised by the John 
Hancock Mutual, according to an an- 
nouncement by Byron K. Elliott, presi- 
dent of the company. 

Presented as a start-in-life plan, it 
offers forward thinking parents and 
grandparents the flexibility to provide 
their children with funds for education 
or marriage, or both, while simultaneous- 
ly protecting them with the regular 
benefits of the traditional life insur- 
ance policy. 

“In our constant contact with our pol- 
icyowners, we have become increasingly 
aware of the need for a plan which 
will help parents cope more easily with 
some of the greater financial hurdles 
most of them face,” asserted Mr. Elliott. 

The policy is available immediately in 
most states in amounts of $1,000 and up. 


Used for Any Purpose 


Though one of its primary purposes 
is to provide a fund for education ex- 
penses, proceeds of the policy may ac- 
tually be wsed for any purpose. Payments 
are made in eight semi-annual install- 
ments comprising % of the policy’s face 
value and begin six months after the pol- 
icy anniversary nearest the insurer’s 17th 
birthday, continuing until age 21. Or, the 
installments may be left with the com- 
pany to accumulate with interest until 
the policy matures at age 21. 

The marriage benefit, representing a 
modern adaption of the old-world dowry 
custom, will be included when the policy 
is written on a child before age 6. This 
provides for immediate payment of the 
face value of the policy if the insured 
marries between ages 18 and 21. In such 
case, no further premiums are due. A 
policy purchased on a child from age 6 
to 14 will provide education fund install- 
ments without the marriage benefit. 

An here’s an example of an insured 
receiving both benefits. A parent  in- 
sures his daughter on her 4th birthday. 





DISTRICT GROUP MANAGER 

Walter R. Miller, CLU has been 
named district Group manager in Hou- 
ston for General American Life. Asso- 
ciated with him will be Group Repre- 
sentative John Gossett. 

Mr. Miller received his Bachelor of 
Science degree from St. Louis Univer- 
sity and joined General American Life 
immediately after his graduation. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








O’TOOLE ASSOCIATES 
Incerporated 
Management Consultents to 
Insurance Companies 
Established 1945 
220-62 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











The usual life insurance coverage is 
provided. In addition, installment pay- 
ments will begin when she reaches age 
7. If she marries at 19, all remain- 
ing installments will be paid in a lump 
sum and no further premiums will be 
required. 


New Allstate Officers 


Roy R. Anderson has been elected vice 
president and Paul J. Overberg has been 
appointed actuary of Allstate Life and 
its affiliate, Cross Country Life, Judson 
B. Branch, Allstate president, has an- 
nounced. 

Mr. Anderson joined Allstate in 1959 
as chief actuary and pricing director. He 
is an alumnus of Rutgers University, 
where he received a B.A. degree with a 
major in mathematics. He is a fellow of 
the Society of Actuaries. 


Mr. Overberg recently joined Allstate, 
coming from the Security Mutual Life, 
Binghamton, N. Y., where he served as 
Group actuary. He is a graduate of the 
University of Toledo, from which he re- 
ceived a B.B.A. degree with a major in 
Statistics in 1948, and of the University 
of Michigan, from which he received a 
M.A. degree with a major in actuarial 
science in 1950. He is a fellow of the 
Society of Actuaries. 

Both Allstate Life and Cross Country 
Life are subsidiaries of Allstate Insur- 
ance Co., Skokie, which is wholly owned 
by Sears, Roebuck and Co. 





The successful 
general insurance 
man keeps this 


TRUMP 
CARD in his 


top drawer. 


INCREASE YOUR COMMIS- 
SIONS by using the services of the 
Business Planning Department in 
your local Aitna Life General 
Agency. There are good prospects 
for high-commission Business Life 
Insurance Plans in your files right 
now. With no increase in overhead, 
you can have an A&tna Life expert 
working in your behalf, enabling 
you to provide your clients with 
better, more complete insurance 


programming. 


Check the larger accounts in your 


files, and put A®tna Life’s advanced 
underwriting services to work on 


this profitable business. 


ETNA 


LIFE 


INSURANCE COMPANY 


Hartford 15, Connecticut 


Affiliates: tna Casualty and Surety Company 
Standard Fire Insurance Company 


The Excelsior Life, Canada 
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APPOINT GORDON ANTHONY 
Life of America recently 
announced the appointment of Gordon 


Employers’ 


Anthony as brokerage sueprvisor in 
Jacksonville. 
Mr. Anthony has represented The 


Prudential in Jacksonville as an agent 
and is a native of that city. 





CUT OUT AND SAVE... {T'S WALLET-SIZE 






i 
' NEW ADVANTAGES } 
1FOR YOUR CLIENTS! 


Every broker sells service! You can i 
be of greater service to your clients 
through: Retirement Income Bond 
(one illustration is all you need to be 
able to apply this to many clients): i 
Executive Preferred Plan 
(cash values at end of first year); i 
New Lower Rates for J 
Term (all the usual § 
safeguards, extra fea- 
tures). i 
I 


et Pa are 7 
always welcome. 
No obligation, of i 
course, for infor- b 
mation on this or 
any one of our Ul 
complete range of t 
plans. 


As close to you as your telephone J 


Matt Jaffe Associates, Ltd. ¢ 


431 FIFTH AVENUE, N.Y. + MU 4-5779 i 

General Agents I 
{ The Canada Life Assurance J 
{ Company, Toronto,Canada J 


Bikoff Agency Campaign 
In Honor of Mrs. Bikofft 


The Arthur H. Bikoff Agency, Aetna 


Life, 666 Fifth Avenue, New York, re- 
cently completed fits seventh annual 
“Beat the Heat” summer campaign 


Theme of the campaign was “Roses for 
Lenore” in honor of Mrs. Lenore Bikoff. 
Running from mid-July through mid- 
August both the agencys full-time asso- 
ciates as well as brokers produced in ex- 
cess of $1,500,000 in Ordinary volume, 
$42,000 in premium and over 100 cases. 

Individual leaders were Bert Canter 
with $6,400 in premium, Tom Bernstein 
with $125,000 in volume and Robert Puc- 
ciariello with ten cases. 

A large volume of accident & health 
was sold by the agency and this increase 
in accident & health production is at- 
tributed to the Aetna’s new, and highly 
competitive major medical and guaran- 
teed renewable disability policies. 

About 100 guests will celebrate the suc- 
cess of the campaign at a reception and 
dinner held at the home of Mr. & Mrs. 
Bikoff in Upper Brookville, Long Island. 


Hancock Promotes Pizzuto 

Ralph J. Pizzuto, assistant district man- 
ager for the John Hancock in Bridgeport, 
has been promoted to regional supervisor 
of the company’s Connecticut and Long 
Island region, with offices in Bridgeport. 
He joined the Bridgeport district agency 
as an agent in 1949. 


A graduate of the Life Underwriter 
Training Council program, he is currently 
preparing for the CLU designation. 





Representing the home office at the af- 
fair will be Roe A. Maier, director of 
agencies and Mrs. Maier. 

General Agent Bikoff is currently serv- 
ing as membership vice president of the 
Life Underwriters Association of the 
City of New York and is secretary of 
the Aetna Life’s Advisory Council. Mr. 

Bikoff has served in this latter capacity 
for two consecutive years. He has been 
a member of the Advisory Council for 
four successive years as a result of the 
Fifth Avenue Agency being awarded the 
President’s Trophy each year since 1957. 
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SAMESTOWN, NEW YORE 





Serving the Public 


Agency Opportunities 
In New York, Pennsylvania and New Jersey 


Complete competitive portfolio of Life, A. & S. and 
Group Plans. Excellent training program, quality sales 
promotional material, including audio visual. 


Since 1886 







































5th Ave., 


RA 6-0624 * Washington, D.C., 


GREAT NEW EXHIBIT CENTER 
OPENS AT THE GREENBRIER 


Now a brand new 22.000 square foot, fully air-conditioned 
exhibit center makes The Greenbrier more able than ever to 
serve as America’s informal business capital. Part of the com- 
pletely new West Virginia Wing, 
the largest of any resort hotel in the world. 


this impressive hall is one of 


At The Greenbrier you will, of course, enjoy the superb social 
life, supreme comfort and fine sports facilities for which this 
resort is famous. But more than that, you will benefit from con- 
vention facilities unparalleled by any other hotel in the country. 
* Accommodations for 1000 * Meeting facilities for groups of 
10 to 1000 * New 22,000 square foot, air-conditioned exhibit 
hall * Auditorium for 1000, with full 42-foot stage * Theater 
for 330, complete with cinemascope screen * Generations of 
experience in catering for conventions, meetings and exhibitions. 


Write now for illustrated brochures and special winter rates, 
Charles L. Norvell, Dir. of Sales. Also reservation offices: New York, 630 
JU 6-4500 « Boston, 
77 W. Washington St., 
RE 7-2642 « Glen W. Fawcett: 


73 Tremont St., LA 3-4497 « Chicago, 
Investment Bldg., 
San Francisco, 1029 Russ Building, 
YU 2-6905 « Seattle, 726 Joseph 
Vance Building, MU 2-1981 
Dallas, 211 N. Ervay, RI 1-6814 
Los Angeles, 510 West Sixth 
Street, MA 6-7581. 


America’s Informal 
Business Capital 


WHITE SULPHUR SPRINGS + WEST VIRGINIA 








Paul Revere Gen’l Agent 





L. B. STRAUGHAN, JR. 


Louis B. Straughan, Jr., has _ been 
named general agent for The Paul 
Revere Life at Springfield, Mo. For the 
past eight months he has been a regional 
training supervisor in the company’s 
ten state southwestern sales region. 

Mr. Straughan joined the company 
at Shreveport, La., five years ago and 
ranked as a national sales leader. He 
was educated at Louisiana College. 


‘ P 

Lincoln Nat'l Supervisors 

Two representatives of Lincoln Na- 
tional Life, Fort Wayne, have been ap- 
pointed to supervisory posts in their 
respective agencies. The appointees and 
their agency location are Bert Richman, 
W. R. Beardslee Agency, Montclair, and 
N. W. Timmerman, O’Neal Agency, West 
Palm Beach. The appointments, which 
are under the company’s management 
development program, were announced 
by their respective general agents. 

Mr. Richman, who has more than 25 
years of sales experience, entered the 
insurance business in 1957. He had some 
experience in agency management before 
joining Lincoln Life and the Beardslee 
Agency in 1960. 

A native of New York, Mr. Richman 
attended Alabama University and later 
Rutgers, where he majored in chemistry 
and was graduated with a Bachelor of 
Arts degree. His insurance education in- 
cludes completion of numerous company 
training courses. 

Mr. Timmerman joined Lincoln Life 
and the O’Neal agency in 1958 after 
owning a_ successful retail children’s 
furniture store for eight years. Having 
established an outstanding personal pro- 
duction record, he qualified for several 
of Lincoln Life’s national sales honor 
clubs. In addition, he is a recipient of 
the National Quality Award and the 
Health Insurance Persistency Award. 

A native of North Carolina, Mr. Tim- 
merman received a Bachelor of Arts 
degree from the University of North 
Carolina in 1948. He has completed 
Part I of the CLU program. 


General American Reduces 
Group Life Premium Rates 


A substantial over-all reduction in 
Group Lfe premium rates has been an- 
nounced by General American Life. The 
reduction applies to Group Term life 
for employes and to the Term portion 
of Group life with paid up units. 

The new lower rates are based on the 
1960 Commissioner's Standard Group 
Mortality Table, the first to be based 
on Group life experience. With adoption 
of Group life premium regulations in 
Michigan effective September 1, Gen- 
eral American Life’s new rates are ap- 
plicable in all states in which the com- 
pany operates. 

he amount of reduction varies by 
size of case and average premium per 
employe, with the largest reduction oc- 
curring in the larger cases. The new 
General American Life rates will average 
14% lower by amount of premium than 
the old rates. 
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Agency Appointments 
By New England Life 


MILWAUKEE AND LOS ANGELES 





Jemes R. Love Joins George L. Grimm 
In Former City; V. R. Russon 
In Latter 





\ppointment of James R. Love, Jr., as 
general agent in Milwaukee, in pantner- 
with the present general agent, 
George L. Grimm, CLU, is announced 
by President O. Kelley Anderson. 

The new organizations, to be known as 
the Grimm and Love agency, will con- 


sl ip 





JAMES R. LOVE, JR. 


tinue at the same location in the First 
Wisconsin National Bank Building. The 
agency has eleven full-time agents and 
has $89 million of life insurance protec- 
tion on its Wisconsin policyholders. 
Mr. Love, Elmhurst, Ill. 


a native of 





VeNILE R. RUSSON 


was graduated from Northwestern Uni- 
versity in 1951. After two years in the 
Army, he joined New England Life as a 
Peoria agent in 1953 and was promoted 
to supervisor in 1955. He was called to 
the home office in Boston in 1958 as as- 
sistant director of agencies; became as- 
sistant to the agency vice president the 
following year, and since January 1960 
has been administrative assistant in the 
office of the president. He is a member 
of the New England Life Leaders Asso- 
ciation and Phi Kappa Psi fraternity and 
a graduate of the Purdue Life Insur- 
ance Marketing Institute. 

The company has established a third 
general agency in the Los Angeles area. 
The new agency will be opened Septem- 
ber 1 at 14652 Ventura Boulevard, Van 
Nuys, with VeNile R. Russon of Provo, 
Utah, as manager. This brings to 98 
the number of New England Life general 
=r Mr. Russon, a 1954 graduate of 
Brigham Young University, spent two 
years as an officer in the Air Force be- 
fore joining New England Life as an 
agent in Salt Lake City in 1956. Since 
1957 he has been district manager in 
Provo, New England Life is also repre- 
sented in the Los Angeles area by the 
Britce’’ Bare agency and the Rolla R. 
Hays, Jr., agency. 


Louisiana General Agent 


For Standard Security 


Appointment of Clarence Rareshide as 
general agent in New Orleans has been 
announced by Standard Security Life of 
New York. Called the Rareshide Insur- 
ance Agency, the operation has been 
created for the sale and servicing of 
protection plans designed to fit the cli- 
ent’s needs. 

Widely experienced in the life insur- 


ance industry, Mr. Rareshide was form- 
erly ~ superintendent of agencies for 
Western Life. He was agency supervisor 
at the John Hancock from 1957 to 1959, 
and from 1954 to 1957 was unit super- 
visor for Aetna Life. 


Mr. Rareshide has served two terms 
on the board of directors, and one term 
as treasurer of The Life Insurance Week 
for the New Orleans area. He is a mem- 
ber of the Young Men’s Business Club, 
Chamber of Commerce and Sons of the 
Revolution. He is a graduate of Loyola 
University. 


F. B. Shoaff Dead 


Fred B. Shoaff, 83, a member of the 
board of directors of Lincoln National 
Life, Fort Wayne, died recently follow- 
ing a sudden illness. He was appointed 
a director in 1924. He also served as a 
member of Lincoln Life’s finance com- 
mittee. 

Mr. Shoaff was senior member of the 
law firm of Shoaff, Keegan, and Baird 
in Fort Wayne, and president of the 
Fort Wayne Board of Park Commis- 
sioners for the past 27 years. 







































































William A. Archbold, Minneapolis, right, counsels Claude M. Conley, Charlottesville, Va., and Gerald H. Pooler, Denton, Texas at a 


COUNSELING 
AT NWA 
HOME OFFICE 
stHOOl 


recent N/W National Home Office School, 


Program. 


N/W NATIONAL 


ife Insurance for Living 


At Northwestern National Life we believe that proper counseling of 
the new man represents a significant part in his development. At our 
Home Office School we assign two to three new men to each of our 
Management Trainees. They act as counselors to these men throughout 
the School, analyzing each man’s market, checking his progress, suggest- 
ing ways to improve his work habits and techniques. In this way, they 
learn to provide, when they later go into management, the continuing 
counsel which will be needed by both new and old men under their 
direction. We always have 12 to 18 men in our Management Training 
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Esther Johnson Retires; 
Fidelity Mutual Actuary 
The fourth woman ever to receive the 
Fellowship of the Society of Actuaries, 
Esther Johnson, retired as actuary on 
August 31 from Fidelity Mutual Life. 
Miss Johnson, who is a native Phil- 
adelphian, and who was graduated Cum 
Laude from Bryn Mawr College, taught 
mathematics in Pittsburgh for two years 
before joining the actuarial department 
of Fidelity Mutual Life in 1920. She 
earned her Fellowship in 1926, having 
completed all the exams of the Society 
of Actuaries in the short period of only 


six years. She was made an officer of 
the company with ther appointment as 
assistant actuary in 1930, and was elected 
actuary for the company in 1959. Under 
her guidance, the company’s annual 
statement is generally recognized to be 
among the very best in the entire life 
insurance business. Miss Johnson is a 
charter member of the Philadelphia Ac- 
tuaries’ Club, and a long-standing mem- 
ber of the Geographical Society of Phil- 
adelphia. 

In retirement, she plans to pursue her 
long-time interest in travel and color 
photography, as well as spending time 
at her secondary interests of reading and 
bridge. 





Wanted: 


knowledge and selling experience 


Miami 32, Florida. 








FINANCE INSURANCE SPECIALIST 


Must be established insurance agent or agency with contacts, 


to represent leading U. S. company group in Pennsylvania area. 


lf you are interested in HIGH 5 OR 6 FIGURE EARNINGS, 
telephone K. R. Thompson, FR 3- 


of finance insurance coverages 


8664, or write P. O. Box 4980, 
























worthwhile 


remembering 


Non-Par Whole Life 


from 


Manufacturers Life 


Manufacturers Life’s non-par whole life policy will give your 
client maximum permanent protection per premium dollar. 


It’s a particularly appealing contract for business men who 
are interested in protection at low annual outlay plus the 
additional security of cash and paid up values. It’s ideal 
estate protection for the older ages too—and remember 
Manufacturers Life writes through to age 80. 


For further information contact your nearest Manufacturers 


Life Branch Office. 


BRANCHES IN THE FOLLOWING CITIES: 


Baltimore * Boise « Boston « Chicago 


Cincinnati * Cleveland * Columbus « Denver « Detroit « Flint » Grand Rapids 
Hartford * Honolulu « Indianapolis * Los Angeles « Miami ¢ Minneapolis » Newark 


Oklahoma City « Philadelphia « Phoenix 


e Pittsburgh ¢ Portland « Richmond 


Saginaw « San Diego * Sanfrancisco « Seattle « Spokane « Washington, D.C. 
THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 103-61 








White & Winston Form 
Latin-American Dept. 


HERNANDEZ CORUJO IN CHARGE 





Midtown N. Y. General Agency of United 
States Life Well Set Up to Expand 
Its Latin American Business 


White & Winston, Inc., general agent 
for The United States Life in midtown 
New York, has announced the formation 
of a Latin American department which 
will concentrate on development of the 
large and growing Spanish speaking life 
insurance market in the metropolitan 
N. Y. area. Roberto Hernandez Corujo, 
whose father served two terms in the 
1920’s as Cuban Secretary of Treasury, 
has joined the agency as supervisor of 
the new unit. He will be responsible for 
recruiting and training a special staff of 
Spanish speaking producers who will 
operate from W. & W. offices at 342 
Madison Ave. 

Well qualified for his new post, Mr. 
Hernandez started his insurance career 
in 1938 as a producer. He was attached 
to the Godoy-Sayan Organization at 
Havana as assistant manager of its Group 
life department, and then in 1956 was 
promoted to sales and public relations 
vice president of that firm. He held 
that post until the Cuban Government 
nationalized life insurance in November, 
1960. 

Mr. Hernandez attended Georgetown 
University and was graduated from 
Tulane University in 1933. He received 
his law degree in 1937 from Havana 
University where his father had been 
president for many years as well as 
professor of law. 

White & Winston, Inc., has enjoyed 
considerable success in the Latin Amer- 
ican market. Prior to the agency’s for- 
mation in 1951, Alfred Winston had 
spent eight years in Latin America for 
The United States Life, becoming Latin 
American superintendent of agencies and 
serving for a time as president of Amer- 
ican International Life of Cuba. 


William White’s Success in Selling 





Group Ins. 
In recent years, Co-General Agent 
William White has successfully sold 


Group Insurance in Latin America. 
Working with the Insurance and Labor 


Key Opportunities 


in Maryland, Delaware, 
District of Columbia, 
Virginia, Pennsylvania, 

Ohio, Indiana, 

North and South Carolina 
for a General Agent who 
wishes to be part of the team 
owning the company. 

Write today for 





The 
Chesapeake Life 
ad 





Leonard H. Rosenberg 
President 
THE CHESAPEAKE LIFE INS. CO. 


611 St. Paul Street 
Baltimore 2, Maryland 
LE 9.5800 














ROBERTO HERNANDEZ CORUJO 


Departments of Puerto Rico and the 
Migratory Division of the U. S. Depart- 
ment of Labor, he set up the unique 
Puerto Rican migratory workers case, 
covering seasonal imported farm laborers 
from the island. In 1955, he designed and 
installed a Group plan, covering employes 
of one of the world’s largest oil refine- 
ries, located in the Netherlands West 
Indies. 

The staff of the White & Winston 
Latin American unit now includes: Ra- 
fael A. Puig, who has had many years 
of life insurance experience both in 
Havana and New York; Armando Gar- 
cia, former professor of literature at the 
Havana Institute; Juan J. Alvarez, 
former general manager for the Insur- 
ance Co. of North America and The 
Trust Insurance Agency in Havana; 
Orlando F. Sierra, formerly an executive 
with a Havana shipping firm; and Juan 
A. Hernandez, L.L.B., professor of Eco- 
nomics at Villanova University in 
Havana. 


Northwestern National 
Begins Hawaii Operation 


Northwestern National Life this week 
began operating in Hawaii with the ap- 
pointment of Thomas T. Koki as general 
agent at Honolulu. The Minneapolis- 
based company is now licensed to oper- 
ate in 29 states and the District of Co- 
lumbia. 

Mr. Koki, a graduate of the University 
of Hawaii, has since 1956 been a million 
dollar producer and an assistant agency 
manager. He is a member of the NALU, 
Honolulu Association of Life Underwrit- 
ers and the Life Insurance Managers 
Association of Hawaii. He is also a di- 
rector of Investors Finance Co., Ltd, 
and the Aloha Mortgage Co., Ltd., is a 
member of the Honolulu Jaycees and is 
associated with the Hawaii Farm Bureau 


Dallas General Agent 

Wylie Craig, vice president of Georgia 
International Life, announces the ap- 
pointment of C. Lawton Smith as gen 
eral agent for the company in Dallas. 
A native of Texas with nearly 17 years 
of life insurance sales and sales manage- 
ment experience in the Dallas area, Mr. 
Smith participates in a variety of com- 
munity, civic and industry activities. 

After four years as an agent for Phoe- 
nix Mutual, he joined American United 
Life serving as general agent. Most re- 
cently he has been general agent for 
Farmers and Bankers Life. 


Rochester, Minn. Manager 

George J. Calvert, since May, 1960 a 
supervisor in Northwestern National 
Life’s north central division at Minne- 
apolis, has been appointed manager of 
the firm’s district agency at Rochester, 
Minn. ; 

He will work under the direction of 
k F. Gunberg, manager of the com- 
pany’s Minnesota Outstate agency. 

Mr. Calvert joined Northwestern Na- 
tional in 1954 as a representative at 
Great Falls, Mont. 
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Connecticut General Life Changes 


Management changes in the claim and 
life underwriting departments have been 
anncunced by President Henry R. Rob- 
erts of Connecticut General Life. | 

John S. Wyper, second vice president, 
life underwriting department, will assume 
responsibility for all claim operations 
und: the guidance of Godfrey M. Day. 
Mr. Day, second vice president of the 
claini department since 1954, will reach 
retirement age in 1 

Robert J. Alley, assistant secretary, life 


underwriting department, will take over 


Mr. Wyper’s present responsibilities. 

Mr. Day joined Connecticut General 
in 1923 and is a former president of the 
International Claim Association. 

Mr. Wyper, a graduate of Dartmouth 
College, has been with the company since 
1946. In 1948 he was named an under- 
writer lin the life underwriting depart- 
ment and since then has held posts as 
senior underwriter, assistant secretary, 
and secretary. In 1959 he was appointed 
second vice president, life underwrit'ng 
department. He is secretary of the Home 
Office Life Underwriters Association. 

Mr. Alley joined Connecticut General 
in 19448 as an agent with the Hartford 
branch office. A year later he becaine 
a member of the home office Efe under- 





D’Arcy Succeeds Yeates 


For Prudential in Canada 

R. V. D’Arcy thas been appointed Ca- 
nadian director of public relations, ad- 
vertising and sales promotion of The 
Prudential. The appointment was an- 
nounced by Howard A. Austin, Pru- 
dential’s vice president in charge of Ca- 
adian operations. 
Or. D'Arcy will succeed Allan B. 
Yeates who is resigning to take an ex- 
ecutive position with a Toronto adver- 
ising agency. 
P Bork i: ‘England, Mr. D’Arcy has 
headed the company’s sales promotion 
for the past eight years. He joined 
Prudential in 1932 as an agent in Toronto 
and later served as a staff manager and 
as a training consultant. 


‘Name Margareta Barkinge 

Margareta Barkinge has been named 
a supervisor in Pacific Mutual Life’s 
pension department. Announcement 
came from Darwin S. Liggett, Group 
insurance vice president. a 

Miss Barkinge, who joined Pacific Mu- 
tual in 1956, will now administer Pacific 
Mutual’s annuity benefit payments. She 
will also oversee the payment of agents 
and brokers’ commissions. 

A native of Sweden, Miss Barkinge 
came to the United States in 1955 from 
Stockholm, where she had worked with 
the Swedish Press Bureau. 





NwNL Appoints Archer 


C. Eldon Archer, formerly a_ super- 
visor in Northwestern National Life’s 
southwest division at Dallas, has been 
appointed an agency field service repre- 
sentative at the company’s home office 
in Minneapolis. 

Mr. Archer joined Northwestern Na- 
tional in 1954 as an agent at Arkansas 
City, Kan., later becoming district man- 
ager in that city before entering the 
firm’s management training program as 
a supervisor at Dallas. 


Central Mutual Moves 
The New York branch office of Central 
Mutual of Van Wert, Ohio, is now 
located at 110 William Street. The former 
address was 90 John Street. Central’s 


new office, headed by R. A. Brock, vice 
president, contains extensive electronic 
data processing equipment to provide, 
efficient service to the 1200 producers 
represented by the New York office. 





writing department and in 1951 was 
named underwriter. He was appointed 
a senior underwriter in 1953 and has 
served as assistant since 1957. He is a 
member of the Institute of Home Office 
Life Underwriters and a graduate of 
Rensselaer Polytechnic Institute. 





CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—13/2% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 955 vested. Other 
Term policies—30% & 955 vested. 


OX 7-2950 











Tibert and Case Appointed 
North American Life has announced 
the appointment of L. V. Tibert, CLU 
as director of agencies and H. D. Case, 









Is Your Client’s Security 
Being Imprisoned? 


MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Quality Disability Income Protection 


vvv 


Our aim is to provide protection 
that is capable of doing the job for 


which it was purchased. 


LOYAL ATKINSON 


60 East 42nd Street 


CLU as a superintendent of agencies. 
Mr. Tibert was formerly general super- 
intendent of agencies and Mr. Case 
branch manager at Barrie, Ontario. 













General Agent 


New York 17, N. Y. 
MU 7-5212 
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Are the BARS of old-fashioned company underwriting stopping your 
clients from getting life insurance because their previous or current 
medical history is poor? The marvelous advances in medical science, 
combined with the wonders of new actuarial research, have brought 


lower cost life insurance to previously rejected or rated men and women. 


We represent America’s exclusive insurers of substandard risks life 
insurance, which provide mortality up to 2,000%. To alert agents and 
brokers this means a specialization that will produce more commissions 
and substantial premium savings for your policyholders. Best of all, we 


guarantee that regardless of what rated offer you may receive from other 








companies, we will underwrite the same policy at two’ tables less. 








Mn AN 


We invite agents in ALL states, in fact, urge you, to inquire about 


our substandard facilities 


NO MINIMUM SIZE POLICY REQUIRED 





Alfred E. Smith O’Neill Company, Ine. 


7228 Whitaker Avenue, Philadelphia 11, Penna. 
Telephone: RAndolph 5-5100 (Phila. Area Code—215) 
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“With All Possible Vigor”’ 





Kennedy to Push King Bill 


a request from Senator Pat 
Mich.) for some White 
Kennedy 


last week gave King bill backers solid 


Acting on 
McNamara (D., 
stimulation, 


House President 


assurance that social security financed 
health care would be pressed “with all 
possible vigor” in 1962. 

After watching the Administration's 


“1961 priority legislation” being set aside, 


the Senator who is chairman of a sub- 
committee on problems of the aged— 
shot off a dispatch to the President 


Had Mr. Kennedy forgotten one of his 
campaign promises, the Senator wanted 
to know ? 

Mr. Kennedy had not 


50th anniversary of the workmen’s com- 


Saluting the 


pensation law, the Pres'dent in a White 
House Ceremony talked another 
great opportunity “in our time.” The 
opportunity? The national responsibility 


to meet the problem of med‘cal care for 
I aged and better medical care for 
our citizens,” naturally through so- 
cial security payments 





President Kennedy’s Letter 
Kennedy's 


The next day came Mr 


thai eesti Open New 
Service Office in Boston 


Mutual and United of Omaha have an- 


nounced the opening of new field service 
facilities for Eastern Massachusetts, Lo- 
-at i the new office will pro- 
vide personal service policyowners in 
the area 

Named to manage the new office was 
R. D. Coughlin. He has served in all 
phases of rvice work during his 21 
years with the companies. Mr. Coughlin, 
prior to his new appointment, was re- 
gional benefits director for several east- 
ern States 

The Boston service office will be re- 
spor isible or benefits payments and pre- 
miums collection in a nine-county area 
of Rosters Massachsetts. It will be in- 
dependent of sales operations of both 
Mutual and United 
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Have a case you can't 
place? Try our IMAGINA- 
TION. 














follow-up in the form of a letter to Sen 
McNamara. Said the President: 

“Nine out of ten persons over 65 are 
hospitalized at least once. The duration 
of their hospitalization averages two and 
one-half times longer than that of those 
under 65. I am convinced that only the 
Social Security System can furnish satis- 
factory protection against the costs of 
these illnesses 

“The theory of using earnings during 
the most productive years to purchase 
protection during retirement years has 
been tested and proved. This is the so- 
cial security approach. It is the only 
mechanism that can satisfy the need, in- 
sure protection and be financially sound.” 


First “Connecticut 65” Plan 
Goes to Governor’s Mother 


Governor John Dempsey of Connecti- 
cut gets the first certificate under the 
new Connecticut 65 Plan for extended 
health insurance for persons 65 or older 
in Connecticut, from Frederick P. Perk- 
ins (center) senior vice president, Aetna 
Life and member of the executive com- 
mittze of Connecticut 65. 

L. R. Lyman, Jr. (left) of The Travel- 
ers, acting manager of the plan, holds 
the application which the Governor made 
for protection for his mother, Mrs. Ed- 
ward Dempsey. 


Fortmueller Named Chief 
Health Ins. Underwriter 


William E. Fortmueller has been 
named chief health insurance under- 
writer at Pacific Mutual Life, John C. 
Talbot, M.D., medical director, an- 
nounced. 

Mr. Fortmueller will direct the selec- 
tion and rating of health insurance ap- 
plicants, and train new underwriters in 
this field. Mr. Fortmueller joined Pacific 
Mutual in 1939 and has also been active 
in its claims and treasury departments. 
He is a member of the home office un- 
derwriters clubs of both Los Angeles 
and the Western States, 


SALES CONGRESS SLATE SET 


New Jersey Association of Health Under- 
writers to Mzct Oct. 19 at Military 
Park Hotel, Newark 

The Fifth Annual Sales Congress, 
sponsored by the New Jersey Association 
of Health Underwriters will be held Oc- 
tober 19, at the Military Park Hotel in 
Newark. The program will start with 
registration at 1:45 p.m. with the follow- 
ing speakers appearing on the program: 

. F. Crozier, assistant vice president, 
Mutual of Omaha ; Jack Olson, vice pres- 
ident, agency director, Hartstone Insur- 
ance Co.; Kenneth Brooks, director sales 
promotion, The Prudential. A reception 
will follow the talks. 

Advance sale tickets will be $3.50 per 
person and tickets will be available at 
the door at $4 per person. Co-chairmen 
for the sales congress commititee are 
Charles P. Lupke, C. J. Simons Agency, 
and Richard H. Connolly, Washington 
National. 


THREE COMPANIES JOIN HIAA 
Three new companies have joined the 
Health Insurance Association of Amer- 
ica. They are the Commercial Union of 
New York, The Pennsylvania Insurance 
Co. of New York, and Valley Forge Life 
of Reading, Pa. 
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To Appear Before NJAHU 


KENNETH L. BROOKS 





Great Southern Life agents in tribute 
to Executive Vice President H. Lewis 
Rietz’s election to the presidency of the 
Health Insurance Association of America 
recently staged a one-month health in- 
surance sales drive. 

After Houston Agency Manager E. P. 
Horne conceived of the idea he con- 
tacted President Pat M. Greenwood, who 
was so enthusiastic he promptly offered 
$500 in saving bonds as prizes. The cam- 
paign developed as follows: 

All completed accident and ‘sickness, 
accident or hospitalization applications 
-eceived in Great Southern’s home office 
during the alloted period were counted. 
Prizes offered to career agents were: 

For largest number of apps—$100 bond 
first prize, $50 bond second prize, $25 
bond third prize; for largest amount ot 
annual premium—$100 bond first prize, 
$50 bond second prize, $25 bond third 
prize; for every app submitted by an 
agent who does not qualify for above 
prizes, the agent’s name went in a pot, 
from which four were drawn for $25 
bonds. No agent could win more than 
one prize, that being the largest for 
which he is eligible. One other prize, 
a $50 bond, went to the Great Southern 
broker who submitted the largest num- 
ber of A. & S. apps during the period. 

C. C. Jones Won First Prize 


harles C. Jones, Jr. of the Houston 
Agency won first prize for the most apps 
with 17. He also had the largest amount 
of annualized premium( $3,380, but under 
the rules was eligible for only one prize. 
Mr. Jones also produced $107,830 of new 
life insurance. 

Donald W. Sedgwick of Southwest 
Texas was second in the most-apps-sub- 
mitted category with 11. Randall Din- 
widdie, Panhandle agency, was third 
with seven apps. 

Robert Brandon of the Miami, Fla. 
agency took first place in the annualized 
premiums category with $1,544. Tillman 
E. Ryan of Tulsa was second with $914. 
Gentry B. Williams, South Texas 
finished third with $811. 

Four. agents chosen in jackpot draw- 
ing who received $25 bonds were Chester 
E. Young, Central Texas; Wade E. 
Small, Los Angeles; W. R. Moke, South 
Plains, and Monte Wenner, Los Angeles. 
John Lemming of Los Angeles won a $50 
bond for the broker who submitted the 
most apps (6). 


H. LEWIS RIETZ 
New HIAA President Honored 





Joins Old Security Life 


Robert D. Unger, St. Louis, has joined 
Old Security Life as a regional repre- 
sentative for Missouri and Illinois. He 
will base his operations in St. Louis. His 
duties will include supervision of agen- 
cies presently doing business with Old Se- 
curity Life and establishing new accounts 
over the two-state area. 

A native of St. Louis, he attended the 
University of Miami. He was a corporal 
in the Army from 1951-53. 

Old Security Life, currently with more 
than one third billion dollars of insur- 
ance in force, specializes in credit life, 
accident and health and mortgage pro- 
tection insurance. The company is au- 
thorized to do business in 48 states and 
the District of Columbia. Home offices 
are located in Kansas City, Mo. 


NEW SON FOR THE BILL HILLS 
William and Sue Hill of Brooklyn, 
N. Y. recently announced the arrival 
of a new son, Robert William, who 
“weighed in” at 6 Ibs. 12 oz.. The Hills 
proudly designated the new arrival as 
‘our 3rd vice president” for the A. & S. 
agency which his father operates at 112 
John Street, New York. 
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phen Insurance Ups Walsh and Dancer 


Reval 


GORDON DANCER 


Two major appointments are an- 
nounced by Combined Insurance Co. of 
America as part of the company’s current 
program of enlarging its top manage- 
ment sta 

W. Clement Stone, president of Com- 
bined, announced that Matt Walsh has 
been promoted to vice president in the 
company’s Chicago headquarters and in 
addition will fill a new post of interna- 
tional sales manager for the Combined 
group of companies. 





Booklet Tells Advantages 
Of Hiring the Handicapped 


A new booklet—“Workers Worth 
Their Hire’—has been published by 
American Mutual Insurance Alliance for 
wide distribution to industry in coopera- 
tion with President Kennedy’s Commit- 
tee on Employment of the Physically 
Handicapped. i 

Its purpose is to correct misconceptions 
held by many as to the desirability of 
hiring physically handicapped workers. 
Among these are: Handicapped workers 
are more likely to have accidents. The 
employer’s workmen’s compensation in- 
surance costs will rise if he hires them. 
Such workers are frequently absent from 
their jobs. The handicapped are not good 
prospects for long-term employment and 
are not promotable. Their production is 


Since July 1, 1959, Mr. Walsh has been 
regional manager for Combined’s’ PMA 
region, consisting of Virginia, West Vir- 
ginia, Maryland, Delaware, and North 
Carolina. 

To fill this regional post, Mr. Stone 
also announced the appointment of Gor- 
don Dancer as resident vice president 
and manager of the PMA region. Mr. 


Dancer since 1959 has been in Dallas 
where he has served as a vice president 
of Combined American Insurance Co., 
a subsidiary of Combined Insurance. 

“Both Mr. Walsh and Mr. Dancer are 
seasoned executives with extensive sales 
experience with the Combined group,’ 
said Mr. Stone. “Their appointments 
are in line with our program of build- 
ing up our top management staff.” 

Mr. Walsh has become associated with 
Combined Insurance in 1946, and has held 
numerous supervisory and executive po- 


sitions. In 1956, he was the winner of 
Combined’s coveted Manager of the 
Year award for outstanding sales work 
in northern Virginia. 

Mr. Dancer was first employed by 
Combined Insurance at its home office 
in Chicago in 1943 as a part-time mail- 
man while still attending high school. 
He did sales work for Combined at the 
home office in Chicago, in the New York 
City area, and in Virginia prior to his 
advancement to vice president of Com- 
bined American in Dallas. 
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Continental Casualty Producers Capture 
Fast Growing Youth Group Market 


Youth Leaders Welcome Continental’s Accident Coverage 


Much Needed Protection 


Youth is just naturally exuberant! Lead- 
ers of Scout Packs, Brownies, Camp Fire 


Girls, Y.M.C.A. and other groups* bear 
a sizable responsibility in conducting 
meetings and excursions for these young 


LITTLE LEAGt 


people. That’s why they welcome with 
enthusiasm the opportunity to get low 
cost accident insurance for those in their 


care. 


In offering Continental’s Youth Group 
Accident Insurance, producers achieve 


three worthwhile goals: 


@ Perform a public service that will be 
appreciated and will make them 
more than ever a part of the com- 


munity life. 


Build volume business by seeing that 


ice Cadac 


the children, as well as the leaders and 
sponsoring committee members in 
each group have a full year’s accident 
coverage at only $1 per person. 


Make contacts which not only result 
in sales now, but which can also lead 
to future contacts and opportunities 
among other civic leaders— business 
that is renewable year after year. 


gy 


Say a a ee A in 
-<" 3 Prva 


Clonee. 


not up to standard. 

The booklet points out that physically 
handicapped persons, when properly 
placed, trained and supervised, work at 
least as safely as others. Workmen’s 
compensation insurance costs depend 
upon the relative hazards of types of 


*The mention of specific organizations does not imply en- 
dorsement or approval of the policy by such organizations. 


Continental Casualty Company 
Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois 


FOR DETAILS ON CONTINENTAL’S YOUTH 
GROUP INSURANCE, SEE YOUR NEAREST 
CONTINENTAL AGENT OR BRANCH REPRE- 
eed re 3 SENTATIVE—OR FILL OUT AND MAIL THE 
work and upon the employed’s overall COUPON 

accident experience; physically handi- . 

capped workers have no more effect upon Oo 6a: @ 


these factors than do other employes. CONTINENTAL CASUALTY COMPANY 


Absenteeism among such workers is no 
A Member of the Continental-National Group 


EU-9-1] 
() Please send me full details on your Youth Group Policy. 

CJ | am interested in an agency appointment. 

C | am interested in a brokerage appointment. 


NAME 





greater, and often less, than among 
others. Many ‘such workers have been 
with the same employers for many years, 
and frequently have been promoted. 
They produce at slightly higher rates 
than unimpaired workers under proper 
conditions. 





Continental Assurance Company ADDRESS 
National Fire of Hartford 
Transportation Insurance Company 


Transcontinental Insurance Company 
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Why We at Life of North America 
Are Sold on the Value of Health Ins. 


By Rex H. 
Vice President, Marketing, Life 


We at Life of North America are sold 
on the value of health insurance. We 
started field production in 1958 with both 
life and individual health insurance pol- 
icies. Our individual health premium 
volume has grown right along with our 
Ordinary sales. In 1958, we paid for 
$54 million of Ordinary life volume and 
had an annual premium production in 
individual health insurance of $100,000. 
The next year, 1959, our Ordinary life 
volume rose to $118 million and health 
insurance premiums to $395,000. Last 
year, our Ordinary life production was 
$166 million and new health insurance 
premiums were $629,000 

During this three year period, we 
opened 55 sales offices in 47 states; 43 
of our offices are what you and I, as life 
insurance men, would call brokerage of- 
fices. They exist in order to provide 
life insurance sales service to the in- 
dependent property and casualty agents 
who place fire and casualty coverages 
with the Insurance Company of North 
America, our parent. Thirteen other of- 
fices were established for the training 
and recruiting of full time life agents. 

In talking about health insurauce pro- 
duction, I would like to make first a 
reference to health insurance as it per- 
tains to the independent property and 
casualty agent who produces about 77% 
of our life and health insurance busi- 
ness, the balance coming from our career 
agents. Actually, our training and pro- 
motion are the same for both independent 
and career agents, although the attitude 
of the independent agent is somewhat 
different from that of the established 
life agent. 

The independent property and casualty 
agent has been an excellent source of 
health production. In many cases an 
entry via health insurance has led him 
to write life insurance with us. 


ANDERSON 
Insurance Co. of North America 


No Qualms About Complicated Forms 


The property and casualty agent has 
no qualms about the more complicated 
forms of health insurance, policy con- 
tracts and provisions and the handling 
of claims. When it comes to complex 
coverages, there is nothing that compares 
with property and casualty insurance; 
riders, endorsements, short forms and 
long forms are part of the business. In 
contrast, health insurance is relatively 
simple. 

And for a man who is used to han- 
dling claims—including everything from 
a burned spot on somebody's rug, re- 
pairs when the wind blew the garage 
roof off and going out quietly and taking 
care of the dented fender before Mrs. 
Doaks’ Joe got home—health insurance 
claims are just a part of his normal 
course of business. - 

The net result is that the independent 
agent is an excellent source for health 
insurance sales and he has the business 
know-how to write it and service it. The 
only problem is, of course, that he is 
besieged by every company offering 
health insurance—they all want him to 
write business for them. To merit his 
confidence, a company has got to have a 
good quality product that is attractive, 
competitive, and properly handled both 
in the field and home office. 

The Insurance Co. of North America 
purposely set out to design an attractive 
health insurance policy knowing that 
the independent agent would be its 
biggest market area. 

We sell primarily a family health in- 
surance policy with selective benefits 
Under both commercial and guaranteed 
renewable forms, the policy insures the 
family head for income benefits, and also 
can include accidental death, hospital, 
extended hospital and major medical for 





Hallmarks of Quality 


(On page 1 of every individual loss-of-time policy) 
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Renewable 








* This guarantees the other guarantees ! 










Expansion progrem provides openings for qualified General Agents in selected areas. 


Loyal Protective Lire INSURANCE COMPANY 


BOSTON 


15, MASSACHUSENTS 


Sare Helps King Merritt 


John F. Sare has joined home office 
staff of Federal Life and Casualty, Battle 
Creek, Mich., as Group sales representa- 
tive. At Federal he will assist Tower 
insurance agents and sales representa- 
tives of King Merritt & Co., New York, 
in acquisition of Group business. Com- 
panies affiliated with Tower organization, 
in addition to Federal L. & C., are Wol- 
verine Insurance Co., Riverside Insur- 
ance Co. of America and Secured Insur- 
ance Co. Mr. Sare was formerly with 
Zurich Insurance Co. in Grand Rapids. 
King Merritt organization is one of the 
largest sales groups in mutual funds. 





father, mother, and children. One policy 
can be written to include all or any of 
these coverages. This one family health 
policy approach was a new idea when it 
was introduced by INA in 1958 and we 
are liking the idea more every day. 


Sold on Health Ins. for Career Agents 


We are sold on the value of health 
insurance for career agents. We know 
it helps new agents achieve the real 
self-reliance and satisfaction which comes 
from getting established in the life insur- 
ance business. It’s pretty tough to get 
established in the life insurance business 
these days when a fellow needs $450 a 
month financing to live. And when the 
validation schedule under that old financ- 
ing plan is staring him in the face, each 
sale is a real achievement. Each sale is 
a personal triumph over the obstacles of 
prospecting, probing for the need, pre- 
senting the problem and fighting for the 
signature on the dotted line. 

3elieve me, health insurance makes the 
job easier—gives an agent more op- 
portunities to make a sale—gives him 
more money. We want all agents to sell 
health insurance just as hard as they do 
life insurance. Here’s what I mean. Take 
a new life agent who sells 52 life pol- 
icies a year—that’s a sale a week. The 
figures of most companies indicate that 
he will have to call on seven prospects to 
get three interviews to make one sale. 
To sell 52 policies he has had to talk 
to 364 people. But the tragedy is this— 
of these 364 people he talked to, he rang 
up NO SALE with 312 of them—86% 
bought nothing! 

But the agent who presents health in- 
surance too can convert some of the 
wastage into profit. Among the 312 non- 
buyers and the 52 life buyers he should 
be able to sell 52 health insurance pol- 
icies if he really tries. He’s making more 
money per call and he’s building policy- 
owners at a much faster rate. He’s be- 
coming established in the insurance busi- 
ness more quickly and he is more rapidly 
approaching the day when his prospect- 
ing problems will be solved through the 
friends, relatives, business associates and 
repeat sales of his clients. It helps his 
income grow up before he grows old! 

For example in our own company, 
despite the fact that our health insurance 
policies have an average premium that 
is 35% less than the average premium on 
our life policies, and despite the fact that 
the first year commision rate on health 
insurance averages 10% less than life 
insurance, our career agents got 20% of 
their first year commission earnings from 
health insurance. Now 20% may not 
sound like much, but it is important 
under our financing plan because it 
enables us to go $80 a month higher in 
the financing of a new man—we can af- 
ford to pick maturer men. Is it any 
wonder that in more and more life com- 
panies health has become an equal part- 
ner with life? 

Trying for 1 to 1 Ratio 

For every three life policies we are 
selling one health policy. That is the 
ratio we are working to improve in 1961 
—to get it to the 1 to 1 ratio, as I said 
a moment ago, that all agents should 
attain. 

First, we know we must inform the 
agent on health insurance. And there 
are certain fundamental things which we 
can not minimize if we expect him to 
stay in the business after he is willing 





REX H. ANDERSON 


More Questions than a Potential 
Mother-in-Law 


to give it a try—and most agents are. 

He must understand the policies. That 
doesn’t mean just reading them over and 
perhaps getting a few verbal foot-notes, 
Life insurance benefit provisions are 
pretty straight-forward—even the settle- 
ment options are reasonably understand- 
able. Health insurance, on the other 
hand, is a Chinese cousin. And most 
health policies around today, even the 
clearest, leave a lot of room for “inter- 
pretations.” 

We try to help him understand the 
policies—exactly what the policy will do 
—and equally important, what it will not 
do. And that doesn’t mean he should 
merely be able to parrot the provisions. 
We try to make sure he really knows 
the advantages of the benefits, and the 
advantages of the exclusions and the 
restrictions in the policy. After all, ex- 
clusions are advantages to the good risk 
for without them the price would be 
beyond his means. We try not to scare 
him—but inform him so that he can sell 
with knowledge and conviction. 

Most companies have good educational 
material. But ask yourself, does that 
material have a sales slant where train- 
ing on the policy is concerned—or must 
the new agent figure the sales value for 
himself ? 

We have found the best results can be 
obtained in book learning courses, if the 
policy provision is followed by an ex- 
planation in salesman’s language. By 
helping the agent translate the benefit 
provision into selling language, we are 
helping him understand—and to sell more 
effectively—which is our real aim any- 
Way. ; 

Then of course, we come to that other 
equally important area—field under- 
writing, where proper understanding is 
absolutely essential. 


Must Understand Why 

The life agent must understand why 
health insurance must be sold. Here is 
what I mean. Often a life agent will say 
that he sells health insurance only when 
somebody asks for it. The agent who 
sells on that basis will have nothing 
but troubles. First, people who ask for 
health insurance all too often have medi- 
cal histories. The agent will be plagued 
with problems that will discourage him: 
delays, attending physicians statements, 
riders and declinations. And from the 
shy maiden apps—“No’—‘No”’—‘No”— 
that are issued promptly, he is likely to 
have headaches when claim time comes 
and he learns that Joe Doaks forgot to 
mention that he has an ulcer that is 
kicking up again. Health insurance, like 
life boats, parachutes and fire escapes 
has got to be ready before it is needed 
—and the agent has got to know enough 
about field underwriting to know that he 
should look for prospects who don’t need 
it. 
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EARN 
UP TO 


0/ M 


Increase Your Earnings 
Right from the Start 
with Mutual of Omaha’s 
Career Starter Plan 








This isn’t just a rash promise. It’s a fact that’s 
been proved time and time again by men and 
women just like you. They’ve found the door open 
to increased earnings at Mutual of Omaha, the 


leader in the health insurance field. 


Men and women who thought they had reached 
their top earning capacity have discovered they 
can increase their income by as much as 40% 
right from the beginning as career representatives 
for Mutual of Omaha. Earnings of $10,000 — 
$15,000 — $20,000 and more are within your 
reach when you build a career with Mutual 
of Omaha. 


] Neighbor 





The Greatest Name in Health Insurance 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
Home Office — Omaha, Nebraska 


Your Good 








Behind this fabulous story of earnings is a well- 
planned program of sales training and develop- 
ment. As a Mutual of Omaha representative you’ll 
be given a thorough background in planning, pros- 
pecting and the latest sales techniques. You'll 
receive further training in the field. Then, as your 
proficiency develops, you qualify for more ad- 
vanced school training, all at our expense. And 
as you learn more, you earn more. 


So if you're not satisfied with your present earn- 
ings and. would like to know more about the 
opportunities offered by Mutual of Omaha, write 
Howard Dewey, Mutual of Omaha, Omaha, Ne- 
braska, today for full details. It could be the most 
important letter you write this year. 


EE Pe SIN rm eet ter ape siete me me see ny 


i Howard Dewey 

MUTUAL OF OMAHA I 
Dept. 961 | 
Omaha, Nebraska 


Tell me more about Mutual of Omaha’s Career ; 
Starter Plan. 


Name 
Address. 
City State. 











l 
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Kemper Cos. Reach Record 
Highs in Assets, Premiums 


Assets and premiums of the five com- 
panies in the Kemper Insurance group 


record highs in the first six 


1961. 
Board Chairman 


reached 
months of 
James S. Kemper an- 
nounced that as of June W the 
had assets of $447,356,149, an increase 
of $21,535,196 over December 31, 1960. 
Companies Lumbermens 
Mutual Casualty, Motorists 


group 


included are 


American 


A FACT 


* If you’re aiming for sound, profitable agency 
growth, we want to talk to you. 


We want to show you how all the desirable 
results you’re seeking can be yours represent- 
ing a prospering company in the Combined 
Group. And that’s no empty promise. We're 
talking about considerably more agency 
income, an expanded, fully trained and 
productive sales force, more community 
stature and recognition for your agency and 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


Manufacturers 
Mutual, Federal Mutual and Fidelity Life 
Association. 


Insurance Co., American 


Premium income of the five companies 
for the first six months was $129,492,403. 
Dividends to policyholders in this same 
period totaled $9,219,444. 

Combined underwriting and investment 
earnings of the four fire and casualty 
companies increased from $17,092,992 
during the first six months of 1960 to 
$17,274,345 for the same period this year. 

The life affiliate had $205,219,330 in- 
surance in force on June 30, an increase 
of $25,027,150 for the six-month period. 


You Can 
Stay Small 
or Grow Tall 





Underwriters Nat'l Names 
Nation Agency Director 


Fred W. Nation has been appointed 
director of agencies for Underwriters 
National Assurance Co. of Indianapolis, 


President Robert W. Osler has an- 
nounced. 
In his new position, Mr. Nation will 


be in charge of building the company’s 
field forces in Indiana and will work 
closely with field men of Early American 


Life, whose health insurance’ business 
was recently bought by Underwriters 
National 


WELL KNOWN TO MOST GENERAL AGENTS 





its’ principals. Isn’t that what you want? 


We have the best Accident and Health 
merchandise, because AG&H is our business 
—our only business. And we have the proven 
formula to sell it in profitable volume. Find 
out how tall we can help you grow—by 
dropping a line today, on your letterhead to: 
Disability Division, Combined Insurance 
Company of America, 5050 Broadway, 
Chicago 40, Illinois. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 





Mr. Nation began his career as a dejit 
agent in 1940 in Indianapolis. From 
1942 until after World War II, he worked 
for the government and sold insura: 
in his spare time. He then returned | 
full-time selling as an agent in Phoen 
Ariz. for one of the major combinati 
companies and was there for two yea 
At that time, he returned to Indianap: 
as superintendent for the company. 

His most recent position has been a 
agency supervisor for an Indianapol 
company where he helped organize t 
company and built a successful agen 
force. 


Cunningham to Represent 


Federal L. & C. in Florida 


James J. Cunningham has been nam 
general agent in Port Orange, Fla., fo 
Federal Life & Casualty of Battle Creel 
Mich. He will specialize in mortgag 
completion programs through savings 
and loan associations. 

Affiiated with The Travelers, for thi 
past 20 years, Mr. Cunningham has op 
erated his own agency, James Cunn'ng 
ham and Associates, in San Francisco 
for the past two years. Before that lh: 
was vice president and director of the 
Ter Bush & Powell Insurance Agency) 
in Schenectady, N. Y. for 15 years. 

Je has earned the National Quality 
Award for 15 consecutive years and has 
sold more than $500,000 of life insurance 
a year for the past ten years. He is a 
past president of the Schenectady Under 


writers Association; a former trustee of 
the Eastern New York Life & Trust 
Council, and past director of the Sales 
Executives Club of Eastern New York 


Heritage Riewsiies Will 
Underwrite Concord Fund 


Heritage Securities, Inc. of Columbus 
has been named exclusive national un- 
derwriter of Concord Fund, Inc., a $15 
million open end mutual fund wi ith pon 
cipal. offices in Boston. 

In a joint announcem nt, Waddill 
Catchings, president of Concord Fund 
and George S. Hough, president of 
Heritage Securities, said Heritage has 
been chosen to succeed A. C. Allyn & 
Co. of Chicago. The latter’s contract 
as Concord Fund underwriter expired 
September 2 

The action was approved by directors 
of Heritage and Concord prior to that 


date. Shareholders of Concord were in- 
formed of the change September 1, 
simultaneously with the announcement 


of a $1.35 per share capital gains dis 
tribution, to be paid Septembcr 28 to 
holders of record September 5. 
Heritage is an company of 
the Nationwide group. It is 


associate 
Insurance 


also national underwriter for Mutual 
Investing Foundation’s two open end 
funds: M.I.F. Fund and M.I.F. Growth 
Fund which are marketed through the 


agency force of Nationwide Insurance. 

Concord Fund was incorporated in 
Massachusetts in September, 1949. The 
State Street Bank & Trust Co. of Boston 
is fund custodian, and C. B. Advisers, 
Inc. of New York City serves as the 
investment adviser. 





Bankers Security Adopts 
Latest Mortality Table 


New policy forms, based on the latest 
mortality table, will be issued by Bankers 
Security Life, Washington, D. C., start- 
ing September 5, Lloyd M. Bauman, 
president, announced.: The company is a 
member of the insurance group of Finan- 
cial General ( Sorporation. 

While all existing policies remain in 
force, new applications will be considered 
under the new policy forms, based on 
the 1958 CSO Mortality Table, he said. 

“This new service offers the public the 
best available form of life insurance pro- 
tection,” Mr. Bauman said, “and repre- 
sents a very significant forward step in 
serving our policyholders. He said that 
new rate books are now being distrib- 
uted.” 
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Retirement of Lee Parker 

Lee N. Parker, who retired earlier this 
year as president of the American Service 
Bureau after being with the organization 
nearly 40 years, and as administrative 
vice president of American Life Conven- 
tion of which ASB is an affiliate, is one 
of the outstanding authorities on inspec- 
tion of life and health insurance risks. 

In view of the fact that two insurance 
companies between them (Metropolitan 
and Prudential) have more than 70 million 
policies in force, or certificates of Group 
life insurance ownership, it is obvious 
that the risk inspection operation is one 
of the most important in the life and 
health insurance field. Every time a size- 
able policy is applied for the prospective 
insured is investigated from standpoint 
of financial insolvency, nature of busi- 
ness connection, habits and 
reputation in the community, and a re- 


personal 


port is then made to the company which 
writes the risk. 

It will thus be seen that Lee Parker 
has an extraordinary behind-the-scenes 
knowledge of people while his deep, 
friendly interest in both insureds and 
companies alike has been widely recog- 
nized. 

The American Service Bureau was 
chartered in Illinois in 1920 with head- 
quarters in Chicago. All of its incor- 
porators were heads of companies who 
were members of the American Life 
Convention, an organization which had 
been formed during the Armstrong Com- 
mittee activities of the New York State 
legislature which investigated life insur- 
ance in 1906, having as its objective a 
stricter regulation of insurance and the 
companies which sell and write the pol- 
icies, 

Its counsel, Charles E. Hughes, a young 
New York City lawyer, made such a 
success in his conduct of the inquiry, 
especially in the erudite and searching 
manner in which he interrogated top 
executives of the companies and helped 
draft the laws which grew out of the 
investigation, and their adoption in part 
by legislature or Insurance Department 
regulation in other states, that he was 
nominated for Governor of New York, 
elected and at end of his term was 
nominated for President of the United 
States. 

The initial group of ALC companies was 
largely domiciléd in thé West and ‘South. 
Most of the members of Association of 
Life Insurance Presidents, organized the 
following year and which later became 
the Life Insurance Association of Amer- 


ica, were larger Eastern life insurance, 
companies, the giants .of the business. , 


With passage of the years thé smaller 
companies grew in size. until many of 
them have become-very large and equally 

















influential in the life insurance business. 

The Western and Southern companies 
had organized their association in the 
conviction that they had specific prob- 
lems—continuation of State regulation, 
general adoption of preliminary term 
basis of valuation etc., which best could 
be met if they had a vigorous associa- 
tion of their own. Many of them were 
young and struggling but aggressive and 
confident. They felt that among other 
things they needed more control in the 
field of applicant, agent and claim inspec- 
tion service. They were not motivated 
by a feeling that established inspection 
service companies were inadequate, but 
they wanted to hold a more integral part 
in inspection procedure so important to 
the smaller companies in their under- 
writing, selection of agents and payment 
of claims. 

A number of companies, including New 
York Life. Mutual Of New York and 
Equitable Society, had their own inspec- 
tion service. This, the ALC group found 
to be an expensive and inadequate oper- 
ation for the smaller companies, especial- 
ly since a principal concern over the 
situation that confronted them was in- 
creasing cost of operations. At the end 
of World War I there were other 
worries, including lack of efficient per- 
sonnel. Rumors that cost of inspections 
would along with other increased costs 
double, while only rumors, had influence 
in making the smaller companies want 
some control of inspection costs along 
with other expenses. 

In 1918 the matter of establishing its 
own inspection bureau came up at the 
ALC convention in Chicago during the 
presidency of Dr. E. E. Simmons. A 
committee was formed to look into the 
subject and at the meeting the following 
year after a considerable discussion and 
some acrimony it was unanimously agreed 
to organize the American Service Bu- 
reau. This group drew up articles of in- 
corporation in early 1920 and it was 
decided to establish the first head office 
in Chicago. On July 1, 1920 the Bureau 
got under way. 

Thus, the American Service Bureau 
was born. The incorporators of the 
Bureau, all principal executives of their 
companies, were: 

Dr. E. E. Simmons, Pan-American 
Life; Harry L. Seay. Southland Life. 
Joseph B. Reynolds, Kansas City Life; 
Senator Isaac Miller Hamilton, Federal 
Life; Lee Dougherty, then of Guaranty 
Life and later vice president of Oc- 
cidental Life of California; Thomas W. 
Blackburn, then secretary of American 
Life Convention. 


Financing of the Bureau was an im- 


. portant matter. An assessment was made 


against all member companies, in ad- 
dition to the regular convention assess- 
ment to provide the initial sums for 
getting the Bureau: started. Also, com- 
panies advanced money against service 
and made loans at 6% and 7% interest 
to furnish the necessary capital, these 
amounts totalling about $140,000. 


LEE N. PARKER 


The Bureau’s first office organization 
was a joint-operation with the Hooper- 
Holmes Bureau. Among the _ initial 
offices of the Service Bureau 
Atlanta, Cleve- 
land, Indianapolis, Dallas, St. Louis, 
San Francisco, Portland, Los Angeles 
and Omaha. The American Service Bu- 
reau bought the rights of Hooper-Holmes 
in all business of ALC companies in joint 
office territory. The American Service 
Bureau was. confined strictly to service 
of ALC companies and has always limited 
its services to life and accident com- 
panies. 

From that small beginning the organ- 
ization grew and expanded until now 
it has 55 offices. 

Mr. Parker’s affiliation with the Bureau 
started in November 1921 the year in 
which he had gone to Denver for his 
health. He previously spent a year and 
a half as a part-time inspector in Cleve- 
land for the Retail Credit Co. while 
doing pre-medical work at Western Re- 
serve University in preparation for en- 
trance to Medical College there. He had 
previously received his Bachelor of Arts 
Degree with distinction from the Uni- 
versity of Michigan in 1917, before en- 
listing in World War I in the Ambulance 
Service, from which he retired as a sec- 
ond lieutenant in the Sanitary Corps 
of the Army in July, 1919. 

Mr. Parker’s father was a Congrega- 
tional minister in Cleveland. He was one 
of five brothers who attended the Uni- 
versity of Michigan; one, Donald I. 
Parker, executive vice president of Sec- 
urity Mutual Life of Nebraska and an- 
other, Dr. Charles Walter Parker, a 
radiologist in Minnesota. Of great help 
to Mr. Parker in making his way through 
college was the playing of the cello from 
the time he was 12. He still treasures 
that cello in his home in Evanston, Illi- 
nois, which he played throughout his 
college years and in theaters, movie 
houses, chautauqua circuits and sym- 
phony orchestras for many years there- 
after. 

In 1926 when the American Life Con- 
vention headquarters were established in 
St. Louis, he was called in as a possibility 
for operating head of the Bureau, largely 
because of his education background and 
the fact he had been successful in estab- 
lishing the Denver office from scratch. 
He declined for reasons of health but 
later was urged by the late Claris Adams, 
who had succeeded Mr. Blackburn as 
secretary of ALC, to change his mind. 
Messrs. Adams and Blackburn came to 
Denver shortly thereafter and as a result 
of that visit Lee Parker went to St. 
Louis in late 1926 as vice president of 
the Bureau. He immediately contacted 
member companies of ALC to gain sup- 
port for Bureau offices and during his 
first year developed a five-year plan for 
repayment of company advances and 
loans used in Bureau organization, the 
first payment made in December, 1927. 
All companies were fully paid with in- 
terest by December 1931. 

In May, 1933, Mr. Parker became pres- 
ident of the Bureau, at the time Judge 
Byron K. Elliott, then executive head 
of the ALC, was made chairman, posi- 
tions later held by Colonel C. B. Rob- 


joint 
were units located at 


bins, Robert L. Hogg and Claris Adams. 
At the time of his retirement as presi- 
dent in June Mr. Parker was elected 
chairman of the Bureau board. 

Shortly before the Bureau and Con- 
vention Offices moved from St. Louis to 
Chicago there was considerable senti- 
ment in both the Hooper-Holmes Bureau 
and the American Service Bureau to dis- 
sociate operations of the then many joint- 
offices. Under a plan of mutual coopera- 
tion and gradual separation, each office 
of the Bureau became an independent 
operation, the last separation being in 
1946 


_In the Fall of 1952, following the estab- 
lishment of the Washington offices of 
the American Life Convention and the 
demands upon the then Executive Vice 
President, Robert L. Hogg, who spent 
much of his time at our National Capitol, 
Mr. Parker was elected administrative 
vice president of the American Life 
Convention in charge of the Chicago 
General Offices administration in which 
capacity he served until his retirement 
on January 31, 1961. 

Through his direction of Bureau affai s 
and association with the American Life 
Convention, travelling each year from 
Seattle to Florida and Quebec to San 
Diego, Mr. Parker has gained one of 
the very wide acquaintances among life 
insurance executives, department heads, 
underwriting and claims personnel. He 
opened the June meeting of the Medical 
Section of ALC at Hot Springs, the 
thirty-fifth of which meetings he had 
attended. His reflection that he has tried 
hard to keep his friendships in good re- 
pair has brought him many personal 
satisfactions, the most recent being his 
election in March to the board of direc- 
tors of American National Insurance Co. 
of Galveston, Tex., one of the first com- 
panies he visited in 1927 as a new vice 
president of the Bureau. 

The entire personnel of the Bureau, 
with one exception, has come into the 
organization during his association w.th 
the Bureau and al! but three since he 
was brought in as vice president in 1926. 

His successor as president, O. V. 
Elder, has more than 37 years of Bureau 
association and the new executive vice 
president, A. G. Foy, more than 30 years. 

Mrs. Parker who has many friends 
throughout the life insurance business 
was Margaret Atkinson of Olmsted Falls, 
Ohio, and they have two daughters Jean 
(Mrs. Robert B. Morley) and Janet 
(Mrs. Charles R. Remen,) both of Evans- 
ton, and seven grandchildren. 


~ * 7 


Small Lake Collision Causes 
International Stir 


A collision on Lake Michigan between 
a 12,500 ton ocean-going freighter and 
a 98 ton Great Lakes timber carrier has 
given publicity to a rivalry for business 
on the lakes between ships owned by 
lake operators on this side of the Atlantic 
and the deep-sea ones. It has also pre- 
cipitated an international court battle. 
The court action based on a collision 
August 9 between the Mackinac Islander 
owners of the timber carrier asking more 
than $25,000 damages, was followed by 
a counter-suit in which owners of the 
Greek vessel Zermatt sought more than 
$30,000. 

The freighter’s master, Captain Peti- 
nakas, was arrested twice, one charge 
being that he violated the Motor Boat 
Act for leaving the scene of an accident. 
He claims he discontinued his unsuccess- 
ful efforts to raise the lake craft by 
radio when he found it had made contact 
with the Coast Guard. 

Other charges made in the Court ac- 
tions lent to the collision becoming in- 
ternational news despite the smallness 
in amount of damage claimed. 

A report on the collision was _ re- 
quested by the Montreal Chamber of 
Commerce and the Canadian Transport 
Ministry who, said the New York Times, 
are extremely interested in making the 
St. Lawrence Seaway a paying proposi- 
tion. 

(Continued on Page 27) 
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Revisions in NFPA Standards, 
Codes and Guides Are Published 


Revisions in many standards, codes and 
guides prepared by the National Fire Pro- 


tection Association were adopted at the 
recent 1961 annual meeting of NFPA. 
These standards and guides govern safety 


precautions to reduce fire and many other 
hazards associated with a wide variety of 
risks. The new revisions are published 
separately in pamphlet form and copies are 
available from the NFPA headquarters at 
60 Batterymarch Street, Boston, Mass. Fol- 
lowing are highlights from seve ral of these 
revisions : 

“Liquefied Petrol 

A total of 47 changes have been incor- 
porated into the newly revised standard 
covering the storage and handling of 
liquefied petroleum gases. Among the 
most significant features of the 196] 
guide are complete revisions of the sec- 
tions delaing with requirements for mo- 
hile homes and travel trailers, LP-gas 
storage, and transportation of liquefied 
petroleum gas by truck, semi-trailer and 
trailers. 

A completely new section covering in- 
stallation of LP-gas equipment on com- 
mercial vehicles has been added. 

The NFPA committee on gases, whose 
present chairman is Franklin R. Pether- 
ton of the Compressed Gas Association, 
has been preparing good practice recom- 
mendations and standards on the use of 
liquefied petroleum gases for 37 years. 
The standard is now in its fifteenth edi- 
tion. Copies of the new revision NF- 
PA No. 58, 104 pages, cost 75 cents. 


“Guide on Foaming Runways for Crash 
Protection” 





Gases” 


A new guide on the foaming of run- 


ways for crash protection has been 
issued. Developed by the NFPA sec- 
tional committee on aircraft rescue 


and fire fighting chairmanned by 
Robert C. Byrus, director of the Univer- 
sity of Maryland’s Fire Service Exten- 
sion, and adopted by the association at 
its recent annual meeting, the new rec- 
ommendations offer guidance on the 
techniques of and problems involved in 
foaming runways for aircraft making 
emergency landings. The guide critic- 
ally analyzes the benefits and limitations 
of foaming to permit a sound evaluation 
of the technique and describes the op- 
timum methods to be used when it tis de- 
cided to provide the protection. 

Despite the fact that the guide was 


just formally adopted this year, drafts 
circulated within the aviation industry 
during its preparation have been widely 
used in establishing existing airport — 
cedures. Copies of the new guide, NFPA 
No. 420M, 12 pages, cost 50 cents. 
“Standard Types of Building 
Construction” 


Air supported structures are for the 
first time included in the NFPA guide on 
standard types of building construction, 
just issued. The 1961 edition of this 
standard, which is widely used by regu- 
latory officials, also includes recom- 
mendations on plastics in building codes 
and standards originally adopted in 1958. 

The revision was developed by the NF- 
PA committee on building construction 
chairmanned by Edwin N. Searl of the 
Western Actuarial Bureau, Chicago. 


Copies of “Standard Types of Build- 
ing Construction,” eight pages, cost 40 
cents. 


“Mobile Homes and Travel Trailers” 

A completely new revision of NFPA’s 
guide for fire prevention and fire pro- 
tection in mobile homes and travel trail- 
ers has been issued. The considerable 
number of deaths in these homes during 
1960 indicated the need for serious study 
of heating equipment to strengthen this 
guide which is widely adopted by states 
and municipalities to regulate trailer 
and mobile home installations. 

The NFPA committee on trailers and 
trailer courts, therefore, mye the chair- 
manship of James O. Ford of Nationwide 
Mutual Insurance Company, this year 
proposed extensive revisions to recom- 
mendations regarding arrangement of 
electrical wiring, heating equipment, pip- 
ing and fuel storage. The new standard 
was adopted at the annual meeting. 

Copies of “Standard on Mobile Homes 
and Travel Trailers,’ NFPA No. 501B, 
27 pages, cost 60 cents. 

“Operation of Marine Terminals” 

A thorough revision of NFPA recom- 
mendations for the operation of marine 
terminals has been published. These rec- 
ommendations are intended as a guide 
to reasonable safeguards against fire 
without undue operational or economic 
handicaps, and cover the use and oper- 
ation of piers, wharves and similar water- 
front facilities. 

The 1961 edition, adopted at the recent 
annual meeting of the association, in- 
cludes many new amendments concern- 




















; THE SIGN 
ARN _ 
Insvrance 
wy | SERVICE 
& ALL FORMS OF INSURANCE— 
Henshaw WORLDWIDE 
“NAA 10 PLATT STREET, NEW YORK 38, N. Y. 
NEWARK, N. J. MONTREAL, CANADA 
MEMBER OF NEW YORK CITY INSURANCE AGENTS ASSOCIATION, INC. 
i i 





ing such activities as cargo pile spacing, 
operation of fork-lift trucks, and the 
handling of hazardous commodities like 
ammonium nitrate and radioactive ma- 
terials. 

The pamphlet is the work of the NFPA 
committee on operation of marine ter- 
minals chairmanned by Roy C. Petersen 
of the American Association of Port 
Authorities. Previous editions have been 
widely referred to as guides to good 
practice. Copies of the present newly 
revised edition, NFPA No. 307, 
pages, cost 60 cents. 


“Static Electricity” 


A newly devised informative publica- 
tion on controlling the fire hazards of 
static electricity has been issued by NF- 
PA. The 1961 edition of “Static Elec- 
tricity,” is a complete revision of the 
previous publication on this subject. 

The new revision contains a discussion 
of the theories of static electricity gen- 
eration and dissipation. These theories 
are then applied to the handling and use 
of flammable liquids, gases, dusts and 
fibers. Certain specialized industrial and 
commercial processes and equipment are 
mentioned along with a discussion on the 
various types of static detectors. 

Widely referred to as a guide to good 
practice, this material has been developed 
over the years by the NFPA committee 
on static electricity, chainmanned by 
Edgar J. Meyers, assistant manager, 
safety and fire protection, E. I. duPont 
de Nemours & '(Co., Wilmington, Del. 
Copies of the publication, NFPA No. 
77M, 60 pages, cost $1.00. 

“Building Exits ‘Code” 

A new 1961 edition of the Building 
Exits Code includes many new features 
of life safety from fire. Developed by 
the NFPA committee on safety to life, 
chairmanned by Francis R. Scherer of 
the National Council on Schoolhouse 
Construction, it was adopted by the asso- 
ciation at Detroit, 

The Building Exits Code concerns it- 
self wholly with safeguarding life from 
fire and panic, and deals not only with 
exits but many related features such as 
fire drills, exit lighting, signs and similar 
subjects. The NFPA has no record of 
loss of life by panic or by trapping in a 
burning building in any case where the 
requirements of the Building Exits Code 
were met. 

Changes in the eighteenth (1961) edi- 
tion include new treatment of hospitals, 
nursing homes and nurseries and several 
important features relating to life safety 
in schools. The 1961 Code permits for 
the first time a two-story (no basement) 
school building to have open stairways 
provided the building is completely 
sprinklered. It also permits stairway 
doors to be open if they are closed by a 
device which is fail-safe and connected 
to a complete sprinkler or fire alarm 
system. 

(Continued on Page 33) 


WILLIAM F. RUSSELL DIES 
William F. Russell, retired district 
supervisor in New Jersey of the General 
Adjustment Bureau, died August 30 in 
Florida. He joined the GAB in 1919 and 
retired from the New Jersey field in 
1950. 
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Exhibit Booth Aid Devised 
For Agents, Field Grou;)s 


A display kit to help insurance fic!d 
organizations and agents’ associaticns 
decorate insurance exhibition booths |:as 
been developed by the Insurance Injor- 
mation Institute. Designed to call att:n- 
tion to new insurance coverages «and 
trends, the kit is intended for use as pib- 
blic functions such as state and local 
fairs, business exhibits, trade conven- 
tions and home, automobile and boat 
shows. 

The kit consists of decorative ba 
ground materials which can be arraneed 
in a variety of ways ‘to fit available dis- 
play space. 

To answer the theme question “W hait’s 
New in Insurance for You?” and to ap- 
peal to the interest of specific audience 
sponsoring organizations must provi le 
supplementary props and = materi: 
Visitor participation can be encouraged 
by using devices designed to test knowl- 
edge of and reaction to highway and 
fire safety problems. 

Displays are available free to field 
organizations and agents’ associations 
that have agreed to sponsor an exhibit 
booth. They may be obtained from the 
I.1.1., 60 John Street, New York 38, N. Y,, 
or from any of its branch offices. 


Lv 


Thomas W. Sweeney Heads 
H. Mosenthal & Son 


Thomas W. Sweeney has been elected 
president of H. Mosenthal & Son, Inc., 
93 year old New York and national in- 
surance brokerage firm. Mr. Sweeney 
succeeds his late father, Thomas M. 
Sweeney. 

Warren Bell has been advanced to 
first vice president in recent organiza- 
tional changes. Mr. Sweeney’s son, 
Thomas W. Sweeney, Jr., is elected sec- 
ond vice president and treasurer. 

Robert B. Sweeney was elected sec- 
retary on the eve of receiving the CPCU 
designation from the American Institute 
for Property and Liability Underwriters. 
Ralph R. Smith remains as a vice presi- 
dent. 

Thomas W. Sweeney, long a leader in 
brokerage circles, is president of the In- 
surance Brokers’ Association of the 
State of New York, Inc. 


Craig Asst. General 


Adjuster of N. Y. Board 
The New York Board of Fire Under- 
writers has named Harold A. Craig, Jr. 
as assistant general adjuster of the com- 
mittee on losses and adjustments. Since 
his graduation from Brooklyn College 
and St. John’s University School of 
Law, Mr. Craig has served as adjuster 
and claims executive with the United 
States Fidelity & Guaranty, the Home 
Insurance Co. and the National Union 
Fire. 
Mr. Craig will assist General Adjuster 
and Assistant Secretary John J. Mc- 


Govern in the supervision of committee 
losses throughout the five boroughs of 
the City of New York. 
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Jay, Schlesinger & Benisch to Fete 
Four Veteran Colleagues Sept. 15 


A cake with 202 candles will be the 
enterpiece when 50 executives and staff 
members of the Newark insurance 
agency of Jay, Schlesinger & Benisch 
eather September 15 in the Treat 
2estaurant, Newark, to fete four col- 
leagues whose total careers add up to 
nore than two centuries. 

The “elder” of the group is Julius 
|-pstein, 82. Completing his 60th year as 
n insurance man, he is still putting in 

. 40-hour week. 

Each claiming 50 of the candles will 
ve insurance men Richard J. Crocker, 
() and Theodore C. Jay, 69. The “young- 
ter of the quartet is Joel L. Schlesinger, 
65, with 42 years in insurance in addition 
to real estate. 

Toastmaster of the party will be 
Charles C. Wohlreich, executive vice 
president of the agency, who will cut 
the massive cake. Principals of the firm 
will present gifts to the four. 

A native Newarker, Mr. Epstein went 
to work at the age of 13 and later, en- 
tered insurance as a Prudential employe 
in 1900. In 1919 he went with the firm of 
Jay & Jay, a predecessor of his present 


Associates, and has been with J. S. & B. 
ever since. His son-in-law, Albert Fel- 
senheld, is a partner of the firm. 

Mr. Crocker began his career with the 
Newark Fire Insurance Co. After a hitch 
with Louis Schlesinger Co. he became 
vice president and treasurer of the 
Schlesinger-Heller Agency prior to af- 
filiating with Jay, Schlesinger & Benisch. 
An amateur painter, widely known among 
water color devotees, he has donated 
several of his canvases for adornment of 
the J. S. & B. offices at 901 Broad Street. 

Mr. Jay, who began as an employe 
of his father, the late Leopold Jay, later 
became a principal of the Jay & Jay 
agency with his cousin, Gustave Jr. The 
agency was later merged with J. S. & B., 
with Gustave Jr. as a principal. A grad- 
uate of Newark Academy, Theodore 
served 18 months in the Navy during 
World ‘War I. 

A partner of J. S. & B., Mr. Schlesinger 
long has been prominent in realty circles, 
and is a past president of the Real Estate 
Board of Newark, Irvington and Hill- 
side. He also is president of Louis 
Schlesinger Co., Newark realtors. 





AFCO ADVANCES HOLLAND 





Agency Vice President at New York; 
McHugh Baltimore Megr., Koelsch at 
Chicago; Mrs. Lefton Promoted 
Paul M. Holland, vice president and 
regional manager of Afco’s Baltimore 
office, has been appointed to the new 
position of agency vice president at the 
company’s New York executive head- 
quarters, it is announced by George 
Faunce III, president of Afco, national 
insurance premium financing organiza- 

tion. 

In his new position, Mr. Holland is 
in charge of production activities of all 
Afco offices located coast-to-coast and 
the three offices of its affiliate, Cafo, 
which operates throughout the Dominion 
of Canada. His duties include the direc- 
tion of all Afco contacts of a production 
nature with the more than 525 fire and 
casualty companies subscribing to Afco’s 
facilities and their agents. 

Mr. Holland’s extensive production ac- 
tivities in his former position at the 
Baltimore office, together with his op- 
erating background make him suited for 
his new appointment, Mr. Faunce re- 
ported. 

Mr. Holland is replaced in Baltimore 
by Robert G. McHugh, formerly regional 
manager of Afco’s Ohicago office. Louis 
L. Koelsch, Jr., formerly assistant re- 
gional manager of Affco’s Kansas City 
office, is now regional manager in Chi- 
cago. Mrs. Gloria J. Lefton of the Kans- 
as City office is the new assistant re- 
gional manager there. 

Afco, in the seven years since it started 
in business, has financed a total premium 
volume exceeding $325,000,000. Besides 
offices located in New York, Baltimore, 
Chicago and Kansas City, Afco maintains 
offices in Atlanta, Los Angeles, 
and San Francisco. Cafco offices are lo- 
cated in Montreal, Toronto and Van- 
couver, 


O’Brien Agency Supt. For 
Security in Eastern Dept. 


The Security-Connecticut Group an- 
nounces promotion of William O’Brien 
to agency superintendent for Security- 
Connecticut Eastern department. Mr. 
O’Brien, who had joined Security in No- 
vember, 1960, had been the special agent 
for New Jersey. 

Before he joined Security Mr, O’Brien 





Miami - 


Homeowners Rate Cut 
Hit by Michigan Agents 

Waldo O. Hildebrand, secretary-man- 
ager, Michigan Association of Insurance 
Agents, says a recent association bulle- 
tin criticizing a downward rate revision 
in homeowners’ policies has met with a 
“tremendous affirmative reaction.” The 
revision in HO manual pages, effective 
September 5 in accordance with a Mich- 
igan Inspection Bureau filing, was an- 
nounced by the Michigan Department 
last month. 

The bulletin had pointed out that a 
check with agents revealed that the 
average annual premium for HO policies 
amounted to less than $50, the savings 
would be less than $2.50 but cost of an 
endorsement, according to “previous au- 
thoritative studies” would run between 


$5 and 
“Surprisingly enough,” said Mr. Hilde- 
brand, “some company people, confi- 


dentially and anonymously, joined with 
our agent members in their reaction to 
the bulletin.” 

The bulletins conclusions were enu- 
merated: 


“T. Serious agency survival question as 
to the wisdom of crediting a premium at 
a net loss twice greater than the credit. 

“II. Compared with liberalization 
clause accommodations for increases in 
coverage, these entire revised manual 
pages add tremendous costly burden to 
agent and company alike. 


“TII. Not to be overlooked is the in- 
creased hostility evidenced by mortgage 
agencies at a time when the demand for 
substitution fees seems to be diminish- 


ing. 

“TV. A substantial volume of ‘old’ 
Homeowners contracts are still in force 
because of certain additional charges 
applicable under the ‘new’ program. 

“V. Irrespective of what motivated this 
rate reduction, the public interest is not 
better served when: the efficiency of the 
independent agency. system is put in 
jeopardy because of a lack of close 
liaison with you, and is required to do 
this sort of a job in an era of expense 
consciousness.” 





served with the General of Seattle in 
sales and underwriting capacities. This 
new position for Mr. O’Brien is part of 
a general move for the strengthening of 
the Security sales set-up in the East 
Coast area. 


Glens Falls Promotes 
Hoyt to Home Office 


Gordon J. Hoyt, agency superintend- 
ent of the Glens Falls’ western New 
York department in Syracuse, has been 
appointed to the newly created position 
of administrative assistant in the com- 
pany’s home office production depart- 
ment. 

Robert P. Crawford, president of the 
Glens Falls, said Mr. Hoyt in his new 
capacity would be under supervision of 
E. B. Gill, vice president and produc- 
tion director. His duties will entail as- 
sisting Mr. Gill and other home office 
production officers in the administrative 
and sales activities of the company’s 
United States and Canadian operations, 
with the exception of those territories 
under the jurisdiction of the Glens Falls’ 
Pacific Coast department. 

Mr. Hoyt joined the Glens Falls in 
1950 after graduation from Bowdoin Col- 
lege. He was assigned as special agent 
in the Detroit branch. He later was 
special agent in the western New York 
department prior to being promoted to 
agency superintendent there. 


CENT’L MUTUAL'S N. Y. GROWTH 


Branch Now at 110 William St. Occupies 
Entire 25th Floor with 80 Employes; 
R. A. Brock, V. P. in Charge 
After 26 years at 90 John Street, New 
York, the New York branch office of 
Central Mutual of Van Wert, O., has 
moved to new and larger offices at 110 
William Street, occupying the entire 

25th floor. 

R. Allan Brock, vice president of the 
company, has been continuously in charge 
of the office since it was opened in 
February, 1935, as a service office for 
metropolitan New York brokers. Later 
it was given full status as a branch, 
serving both agents and brokers in New 
York State and New Jersey. Personnel 
has grown from three employes in a one 
room office to 80 employes in the branch 
today. 

In “i900 Central Mutual’s fire premium 
volume in New York topped $2,000,000 
which ranked the New York branch as 
No. 1 among agency mutual companies 
writing fire lines in this state. It is also 
one of the largest single producing of- 
fices of the Improved Risk Mutuals of 
White Plans, N. Y. 
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Growing Prospects 


Vast real estate developments loom up across America. 
Older families seek better lives. New families create new 
standards of quality. Insurance expenditures range from 
three to five hundred dollars a year. Homeowners insurance 
is a must. 


Royal-Globe, a leader in package policies, helps its 
agents sell Homeowners insurance through the same expert 
services all its other lines receive. In addition, Royal-Globe 
agents have the advantage of superior sales aids, such as the 
copyrighted Homeowners Comparison Chart. 


Are you cultivating prospects in the fertile soil of 
housing developments? 
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INSURANCE COMPANIES new vork 38, New York 


ROYAL INSURANCE COMPANY LTO. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD 















History of Admitted Facultative 


Fire Reinsurance in United States 


By WixuiaM P. Barrett 
Albert Willcox & Co., Inc., New York 


William P. Barrett of Albert Willcox & Co., Inc., New York City, has arrived 
in London to remain there for six weeks to study operations of the British reinsuranc: 
market. He is the American winner for 1961 of the Anglo-American Fellowship awarded 
by the School of Insurance of the Insurance Society of New York and sponsored b, 
Agency Managers Limited of New York. Ben D. Cooke is president of Agency Man 
agers and chairman of B. D. Cooke & Partners in London, Mr. Barrett is 28 year; 
of age, attended Columbia University and was with Mendes & Mount, Lloyd’s at 
torneys in New York, before jowming Albert Willcox & Co. 

His award winning essay on “A History of the Development of Admitted Faculta 
tive Fire Reinsurance in the United States of America” is presented herewith in install- 


ments. Part I follows: 


I have prepared this work with the 
hope that those interested members of 
the insurance fraternity might have 
available as a reference a history of the 
development of admitted facultative fire 
reinsurance in the United States of 
America. Further, it has been prepared 
in an attempt to bring forth a review 
of those trends, economic and otherwise, 
that in the past affected the availability 





WILLIAM P. BARRETT 


of facultative placement facilities. 

Lastly, it has been prepared in the 
hopes that it will be of some assistance 
to those individuals engaged in the trans- 
action of facultative reinsurance in rec- 
ognizing the indicators that bear a direct 
influence upon the availability of a facul- 
tative reinsurance market, and in this 
way, perhaps prudent steps can be taken 
by such individuals to assure a stabilized 
facility for the assumption of placements 
in the future. : eek 

I feel that I should, before continuing, 
define what is meant by facultative re- 
insurance. Facultative reinsurance in- 
volves a practice between insurance com- 
panies whereby a ceding company offers 
special or individual risks that it decides 
to reinsure to a proposed reinsurer which 
has the free choice to accept part or 
all or reject part of all of the risks 
o tered. 

Formerly Specific Reinsurance 

Prior to World War lI, facultative re- 
insurance was known as specific reinsur- 
ance, and the latter was defined as allow- 
ing the ceding company the faculty to 
cede or not cede, and also allowing the 
reinsurer the “faculty” to accept or de- 
cline. Through usage, the reference to 
the word faculty evolved into our pres- 
ent day term facultative. Specific re- 
insurance is the orivinal and basic form 
of reinsurance. 

By definition, reinsurance is the in- 
surance by one insurer of a whole or a 
part of an insurance accepted by another 
insurer, thus it becomes self-evident in 
tracing the history of facultative fire 
reinsurance in the United States that we 
need look no further than the inception 
of fire insurance, for the practice of 
reinsurance could not have preceded in- 
surance. 

What appear to be the beginnings of 
fire insurance in America date back to 
1718, when the first fire society was 


formed in Boston, though this was no 
more than a society for mutual aid in 
case of fire. Those records that are avail 
able to substantiate the development of 
insurance in America display a growth 
first of marine insurance in the early 
part of the eighteenth century, followed 
by a reticent development of fire in 
surance, 

The earliest attempts at marine in 
surance were made by individual under- 
writers, and the first of such is said to 
have been a certain John C. Copson, 
who started business in Philadelphia in 
1721, though there is no record of what 
success, if any, he attained in his venture 

Marine Office in Boston in 1724 

In Boston, Joseph Marion opened a 
marine insurance office in 1724, and he 
succeeded in developing a flourishing 
business. His example was followed by 
other merchants in the same city and 
by the middle of the eighteenth century, 
considerable business was done in Boston 
in underwriting vessels and their cargoes. 

An attempt to form an actual hre com- 
pany under the name of the Sun Fire 
Office was made in 1728 by Joseph Ma- 
rion already mentioned in connection 
with marine insurance, but this failed for 
lack of support. The earliest company 
successfully launched for fire insurance 
in America was the “Philadelphia Con- 
tributionship for the insurance of houses 
from loss by fire,” established in 1752. 
In a pamphlet issued in 1914 by the 
Philadelphia Contributionship of 1752, it 
was stated that “most companies would 
not issue a policy over £1,500.” Thus, it 
is clear that the intentions of pioneer- 
ing insurance companies in America was 
not to accept on any one fire risk more 
than could be retained for net account, 
and under such a system fire reinsurance 
would be, at least at the outset, un- 
necessary. 

In tracing the development of reinsur- 
ance from its earliest days, there is 
necessarily much of conjecture, for 
written records are scanty. However, 
conjecture need not be suppositious with- 
out logical substantiation, and to state 
that little, if indeed any, facultative fire 
reinsurance was transacted before the 
beginning of the nineteenth century can 
be substantiated to a limited degree by 
the following facts: 

Early Practices 

(a) Companies apparently did not ac- 
cept on any one risk more than could 
be retained for their own account. 

(b) Until 1776 America was a Colony 
in the British Empire. In 1746, by statute 
19 George II, (King of England), cap. 37, 
the practice of reinsurance was forbidden 
and became unlawful. Even after the 
American Revolution, practices govern- 
ing commerce continued to be guided 
by precedents established under English 
rule, thus since this law was not re- 
pealed in England until 1864, it would 
seem a reserved assumption to state 
that at least for that period immediately 
following the Revolution, reinsurance 
continued to be considered unlawful. 

(c) It was not until Congress passed 
the Embargo Act of 1807 that so stimu- 
lated the industrial development of the 
United States that any major need arose 

(Continued on Page 32) 
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NATIONAL UNION INSURANCE COMPANIES 
GONE FISSION...AT SHIPPINGPORT 


From the very first, National Union has been a prin- 
cipal participant in the insurance program required 
to cover the world’s first full-scale atomic power plant 
devoted exclusively to civilian needs. Located at 
Shippingport, Pennsylvania, the plant is operated by 
Duquesne Light Company, for whom a special manu- 
script cover policy was developed to suit the needs 


and special qualifications required for this completely 
new concept in public utility power. 

Much of the special personnel and competent under- 
writing advice was supplied by National Union. This 
program was developed and written by an Independ- 
ent Agent, typical of those representing National 
Union Insurance Companies. 


National Union Insurance Companies 
Pittsburgh, Pa. 
Casualty - Fire - Inland Marine - Ocean Marine 





Page 26 


The Eastern 


Underwriter 





September 11, 196! 





ARTHUR N. EAGLES RETIRES 





Director of Home Office Training Center 
Of Hartford Fire Joined the 
Company in 1929 

Arthur N. Eagles, director of the home 
office The Hartford 
Fire Insurance Co it was organ- 
ized in 1946, retired August 31. A native 
of Madison, N. J., Mr. Eagles joined 
The Hartford in 1929 in New York 
where he was engaged in fire insurance 
rating, underwriting and engineering. He 


training center of 


since 


transferred to Hartford in 1946 when he 


was named director of the company’s 
then newly-organized training center. 

Mr. Eagles, a graduate of Wesleyan 
University, formerly lectured at the In- 
surance Society of New York and was 
active in the Insurance Institute of 
America. During World War I he served 
with the U. S. Army. President of the 
Fernleigh Lawn Bowling Club, Mr. 
Eagles also is active in church organiza- 
tions. 

Mr. Eagles is married, has two daugh- 
ters and five grandchildren. 


NAMIA Joins in Oklahoma 
Alleged Coercion Case 


Mutual insurance will present a united 
front in a court case now underway in 
Oklahoma. It involves a St. Louis com- 
bined finance and insurance outfit which 
has taken the position it can decline a 
policy offered by a borrower simply be- 
cause it is a mutual insurance company 
policy. 

Commissioner Joe Hunt of Oklahoma 
has said that such a refusal of mutual 





Because we really know insurance, we can help agents and brokers move into 
profitable lines they never dared touch before. Chances are, our knowledge 
can help you make more money. Why not call one of our more than 50 offices 
and talk it over? And don’t forget our slogan: We write 27 different kinds of 
insurance, but we have just one policy—satisfaction! Try us—we’ll prove it. 


AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CoO. 


Administrative Offices: 100 Broadway, New York 5, New York 


insurance is a violation of the state's 
coercion statutes. A lower court found 
against the commissioner .and now th: 
case is on appeal. The National Associa 
tion of Mutual Insurance Agents wi 
participate amicus in the Oklahom: 
Supreme Court appeal, joining rank 
with Northwestern Mutual Insurance C 
and the Oklahoma Association of Mutua 
Insurance Agents. The Tulsa mutu: 
agents group will also participate. 

Hugh E. Wyatt of Tulsa, chairman o: 
NAMIA’s anti-coercion committee, has 
been in the forefront of this continuin 
battle to overcome coercion, particularly 
in Oklahoma, and has led the way in 
this case. The American Mutual Insu: 
ance Alliance is also cooperating with thx 
Oklahoma and National Associations i: 
this appeal. 


Frank E. O’Brien Dies 
Frank E. O’Brien, for more than 40 
years president of Fuller & O’Brien, 
agents at Albany, N. Y., died August 31 
Born in Brooklyn, Mr. O’Brien lived 
in Albany for many years. He had been 
head of Fuller & O’Brien since its found- 
ing in 1920. He was a member of the 


Fort Orange Club, Wolferts Roots Coun- 
try Club, the 77th Division Club of New 
York City, and the Elks. 
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Rand Elected Trustee 
Of Atlantic Mutual 


Election of William B. Rand, presi- 
der: of the United States Lines, as a 
trustee of Atlantic Mutual Insurance 
Co and a director of its affiliate, Cen- 
terial Insurance Co., is announced by 
Franklin B. Tuttle, chairman of the 
board of the two companies. 

Mir. Rand becomes the fourth execu- 
tive of United States Lines to serve on 
Atiantic’s board. The others were: Philip 
A. 5S. Franklin, a member of the board 
fron 1909 to 1939; John M. Franklin, 
presently board chairman of United 
States Lines. an Atlantic trustee from 


193? to 1942; and Basil Harris, who 
ser-ed from 1942 to 1948. 
‘ir. Rand is also a director of the 


Grece National Bank, American Steam- 
ship Owners Protection and Indemnity 
Association, Inc., Maritime Association 
of the Port of New York, the United 
Seamen’s Service and the Glen Cove 
Community Hospital. He is national vice 
president of the National Defense Trans- 
portation Association. 


Back to School Cover in 


Family Insurance Plans 

Nhe nation’s two million college stu- 
dents will carry possessions valued at 
more than a billion dollars back to school 
this fall. In almost all instances every- 
thing from Dad's old school tie to junior’s 
hi-fi set can be protected under family 
insurance plans, according to the Insur- 
ance Information Institute. 

The amount of protection depends 
upon the limits of the family’s personal 
property fire and theft insurance. Ten 
per cent of this insurance covers a loss 
from fire or theft, windstorm and other 
damage away from home as well as at 
home. The protection is available for 
every member of the household. In most 
policies, property is covered while in 
transit and is automatically extended to 
every place in the world. 

For those with the homeowners pol- 
icies—this coverage is also available for 
apartment dwellers—possessions of the 
campus set are covered for a minimum 
of $1,000. With either a comprehensive 
homeowners form or a personal property 
floater, the full value of the policy ap- 
plies both on and off premises. 

If the off premises coverage is not 
adequate, additional protection can be 
obtained by purchasing an endorsement 
to the regular policy, the Institute points 
out. 


North America Expands 
Los Angeles Facilities 


Insurance Company of North America 
last week took the first step in a series 
to catch up with its own expanded ac- 
tivities in Southern California. The Los 
Angeles service office was the scene of 
a ground breaking ceremony which in- 
itiates an expansion program designed 
to increase the facilities of the office. 

Participating in the ceremony were: 
Francis F. Owen, resident vice president 
for INA’s ‘West Coast operations; Donn 
Emmons of Wurster, Bernardi, and Em- 
mons, architects; Graeme McDonald and 
Edward Nelson, of McDonald, Young 
and Nelson, contractors; and Joseph 
E. Harris, F. Calvin Meier, Stewart A. 
Crane, and Collis T. Roundy, Jr., officials 
of INA’s Los Angeles office. 

During the past five years, the com- 
pany’s Los Angeles office has stepped up 
production by 91% and has increased 
its personnel by 47%. The expansion plan 
provides for the addition of three full 
floors of new office space, a roof en- 
closure, and larger parking facilities. To 
the present office space of about 27,000 
square feet will be added approximately 
20,000 square feet—an increase of 75%. 


Oregon Agents Name Fox 

Lewis M. Fox, well-known Portland 
local agent, has been nominated for the 
presidency of Oregon Association of In- 





surance Agents. Other nominations are 
Lawrence E. Slater, Klamath Falls, 
chairman of the board; and Leonard A. 
Adams, Beaverton for re-election to his 
fifth consecutive term as state-national 
director. 

Mr. Fox currently serves as board 
chairman. He is a past president of the 
Portland Association and served four 
consecutive years as a director of the 
state association. Mr. Slater a former 
Mayor of Klamath Falls, has been in the 
agency business since 1933. 


Big Bill 
(Continued from Page 21) 


A report was also submitted to the 
Greek Ambassador to the United States 
by attorneys for the Zermatt, Zock, 
Petrie, Sheneman & Reid. 

The ships collided in fog-shrouded 
waters when the Zermatt was hit by the 
smaller lake vessel. Contact between 
the two ships was lost after the collision. 
The report to the Greek Embassy said 
in part: 

“We find it particularly shocking in- 
deed to learn that a master of a vessel 


aS 


'\ 


can summarily be jailed without trial 
because a Government official, who was 
not present at the scene of the accident, 
does not agree with that master of the 
vessel as to what happened. 

“We find it beyond comprehension 
how a master can be rearrested a second 
time for alledgedly violating a statute 
which by no stretch of the imagination 
pertains to a vessel which the master 
has under his command. There is not 
one precedent since the passage of the 
act (the Motor Boat Act) which gives 
any support whatsoever to the arresting 
authorities.” 


America Fore | 
/ Loyalty Group 


known 
by the company 
he keeps © 








The Continental Insurance Company > 
Niagara Fire Insurance Company = « 
Milwaukee Insurance Company of Milwaukee, Wis. 
Seaboard Fire & Marine Insurance Company 


80 MAIDEN LANE, NEW YORK 38, NEW YORK 


Firemen’s Insurance Company of Newark, New Jersey . 
The Fidelity and Casualty Company of New York 


Niagara Insurance Company (Bermuda) Limited 





HOME OFFICES 





Fidelity-Phenix Insurance Company 


National-Ben Franklin Insurance Company of Pittsburgh, Pa. 
¢ Commercial Insurance Company of Newark, N. J. 


e The Yorkshire Insurance Company of New York 
e — Royal General Insurance Company of Canada 


10 PARK PLACE, NEWARK 1, NEW JERSEY 
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Guides to Profitable Risks Cited 
By Littlefield, Excelsior Ins. Co. 





sgestions to aid agents in selecting 

-ofit: ible r sks for their companies have 
fa made by Donald P. Littlefield, vice 
president of the Excelsior Insurance Co. 
of New York at Syracuse in the current 
issue of “Excelsior News,” publication of 
the company. Asking what is good busi- 
ness for an agent to pass on to his com- 
pany, Mr. Littlefield 

“By accepting standards of sound un- 
derwriting, good business must be free 
from all moral hazard. Moral hazard is 
lack of conformity to normal habits asso 
ciated with our accepted standards of 
living and to the social and statute laws 
of the land. 

“If moral hazard is involved, we 
to be excused 
otherwise 


Says: 


prefer 
epting a risk 
a good one. 


from acc 
considered 
Financial Stability 


risk is 


‘A good 


one insured for an 
individual, or a company, which is free 
from financial problems. Lack of finan- 
cial stability is not synonymous with 
moral hazard. Although it does in a min- 
ority of cases indicate moral hazard, 


much more often it results in a deterior- 
ation of the physic al condition of the 
property insured, which invites loss. An 
agent- underwriter should be reasonably 
well acquainted with the financial condi- 
tion of his insureds. If there is a serious 
financial problem involved, please do not 
commit us for coverage 

“A good risk is one in good physical 
condition, well maintained with house- 
keeping normal for the class of risk 
involved. With certain exceptions, 
contemplate ‘average risk.’ It is obvious 
then that any premium produced is in- 
suffic'ent to pay loss on the risk which 
is neither in good physical condition nor 
well maintained. Poor housekeeping is 
the greatest, even though sometimes in- 
direct, cause of loss. It is not to be ex- 
pected that the housekeeping in a junk 
warehouse would or should be compar- 
able to that of a dwelling. It should, 
however, meet acceptable standards in 
the class involved. If the ‘administration’ 
of the risk is substandard, the risk is 
borderline and careful consideration 
should be given to its acceptance. 

“Your good judgment will determine 
whether the risk of the exposure to the 


rates 





Mutual Agents’ Assn. 
Nears 10,000 Members 


George R. McKiever, Miami, Fla. 
ident of the National Association of 
Mutual Insurance Agents, announces 
that the group’s 10,000 membership goal 
is now in sight. “With less than 60 days 
to go before national convention, Octo- 
ber 16-18, we are within 500 of our 1961 


, pres- 


goal 10,000 members,” Mr. McKiever 
said 

The New York, Connecticut and New 
Jersey Associations, under the direction 


of Executive Secretary Rod Geer, have 
special campaigns going which will cul- 
minate in an all-out field effort this 
month. Many of the other 3] state 
associations also have some type of mem- 
bership campaign under way. 





DONALD P. 


LITTLEFIELD 


risk is of most importance from an un- 
derwriting standpoint. A poor exposure 
can make a good risk undesirable. It 
can be the balance between acceptable 
and borderline. It must be a factor in 
the amount of liability bound for our 
account. It is difficult to consider any 
risk in a poor neighborhood a good risk. 


Very frankly, we do not want them. 
“Although most often considered in 
rate make-up, special hazards without 


proper safeguards, are a frequent cause 
of loss. While special hazards graded 
‘severe’ are a factor which should help 
to determine ‘acceptability,’ more often 
they will influence the amount of our 
liability. 
Insurance to Value 

“It is the opinion of many that we are 
in for another period of inflation. Lack 
of insurance to value is a never ending 
problem, but in a period of inflation, the 
problem becomes more pronounced. We 
cannot urge you too strongly to accept 
the challenge which so closely ties in 
with your future and ours. Accept the 
challenge by selling insurance to value.” 


NAIA Convention 


(Continued from Page 1) 


safety; president’s citations for achieve- 
ment, 

11 A.M., “Catastrophies—How The 
Business Handles Them,” grand _ball- 
room: B.P.L. Carden, general adjuster, 
National Board of Fire Underwriters, 
New York, “The National Board Ca- 
tastrophe Plan.” 


F. Miazza, general manager, South- 
western dept., General Adjustment Bu- 
reau, Inc., Dallas, “Complete Catastrophe 
Coverage—The GAB Story,” and James 
J. Quinn, local independent agent, Bart- 
lesville, Okla., on—“How The Agent Op- 


erates In Emergencies.” 

11 A.M., National board of state di- 
rectors, Mr. Ellis, presiding. 

Noon, educational luncheon, I. A. 
Rosenbaum, Jr., chairman, Meridian, 
Miss., erie Dr. Edward S. Over- 
man, CPCU, insurance Institute of 
America—“Preparation For The Chal- 
lenge Of The Future.” 

Monday Afternoon 

2 P.M., Advertising workshop: Joe E. 
Vincent, CPCU, Bryan, Texas, chairman, 
national advertising committee, presiding. 


1. Eben “Buzz” Learned, Norwich, 
Conn., chairman, 1962 ad. committee, 


showing of 1962 ad film. 

2. Jack Schroeder, Chico, Calif., presi- 
dent, California Association, “The Cali- 
fornia Story.” 

3. CAPE — Coordinated Advertising 
Planned Endeavor: Valmore H. Forcier, 
NAIA advertising coordinator—how the 
NAIA would participate in CAPE; Wil- 
liam Kientz, McElroy, Minister, McClure, 
Kientz, Columbus, Ohio, how an individual 
agent can participate in the CAPE plan; A. 
Tracy Bird, III, Tucson Association of 
Insurance Agents, how a local board can 
participate in the plan. The method by 
which a company can participate in the 
plan will also be presented. 

Presentation of awards: Town 
Awards to insurance companies 
Bowen public relations award. 

2 P.M., National board of state di- 
rectors. 

4:45 P.M., Midwest 
ference meeting and 
Agents Conference. 

Tuesday, September 26 

9:15 A.M., Property and rural 
small lines combined workshop, 
A. Lenke, CPCU, Cincinnati, 
p-operty committee, 
Ward, New Haven, Conn., “Special Mul- 
tiple Peril Program; Joseph F. Prola, 
Springfield, Ill, “Homeowners”; Mau- 
rice Baker, Colorado Springs, Co!o.— 
“PIP” policy; H. L. Thompson, Jr., 
CPCU, Hartsville,.S. C., “Continuous 
Renewal Homeowners; DPP”; Dean 
Matthews, CPCU, Ashland, Kan —“Farm 
Package Policy’; C. D. Swett, Wood- 
land, Calif.—‘Agency Loss Adjustment 
Practices.” 

9:15 A.M., Agency management work- 
shop: Rosser Long, Fayetteville, W. Va., 
presiding—“How To Solve The Collec- 
tion Problem”; Robert L. Cook, Martins 
Ferry, Ohio—“Telephone Tips”; Phil C. 
Gallagher, Miami, Fla.—‘Aptitude Tests 
and the Employment Portfolio for Office 
Personnel.” 


Crier 
and 


Con- 
West 


Territorial 
also. Far 


and 
Julian 
chairman, 
presiding; Stetson 


9:30 A.M., National board of state 
directors. 
10:30 A.M., Automated agency ac- 


counting seminar, Arthur F. Blum, Rock- 
away Park, N. Y., presiding. Introduc- 
tion of new NAIA procedural manual on 
automated agency accounting. 

Panel: Robert Burns, American 
Agency Management Bureau, Washing- 
ton, D. C.; Eugene A. Toale, Recording 
& Statistical Corp., New York; John P. 


Shanley, Jr., Service Bureau Corp., New 
York; Walter E. North, Bridgeport, 
Conn., member, special committee on 


automated agency accounting. 
Tuesday Afternoon 
2 P.M., Casualty and metropolitan and 
large lines agents combined workshop: 
Roy H. MacBean, Cranford, N. J., chair- 
man, casualty committee, presiding; Ed- 
win P, Simon, Chicago, chairman, metro- 


politan and large lines committee; \\jj- 
liam R. Lee, Chehalis, Wash., moderator, 

Subjects to be covered: Insurance for 
Boards of Education, for municipal! 


1eS, 
including fire coverages and the “ Pip» 
policy, insurance for factories, inclu ng 
umbrella liability, retrospective work. 
men’s compensation, boiler and  ma- 
chinery, boiler U&O and special marine 
policies. 

2 P.M., Fidelity and ‘surety works p, 


Donald H. Denton, Charlotte, N. ( 
chairman, fidelity and surety commi ee, 
presiding; Warren Gaffney, general 
manager, Surety Association of America: 
George H. Hottendorf, deputy manaver 


American Bankers Association, “Bank- 
er’s Blanket Bonds and Excess Bank 
Coverages”; Theodore L. Sedwick, vice 
president, Standard Accident, “Contract 
Surety Bonds”; George A. Conner, vice 
president, Fidelity & Deposit of M iry- 
land—“Honesty Insurance for Mercan- 
tile Firms’; James McKee, president, 
National Association of Surety Bond 
Producers. 

2 P.M., National board of state di- 
rectors. 

9:30 P.M., Presidential ball, grand ball- 
room, music by Warren Covington and 
the Tommy Dorsey Orchestra. 

Wednesday, September 27 

9:30 A.M., Sales clinic, Porter Ellis, 
CPCU, president, presiding; G. Herbert 
True, Ph.D.—“Greatness Begins With 


Being Different.” 

Presentation of awards: Walter H. 
Bennett Memorial Award, Sparlin cup, 
California Association mileage cup, Des 
Moines attendance cup, Connecticut As- 
sociation membership cup. 

10 A.M., National board of 
rectors. 


state di- 


Wednesday Afternoon 


2:30 P.M., closing 
General Nathan 


general session: 
Twining, U.S.A.F. Ret. 


», The International Outlook As I See 
; Election and installation of officers 

Annual banquet and variety 

Auditorium. 


7:30 P.M., 


show, Dallas Memorial 
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Fund Cos. Taking Larger Quarters 
In Atlanta and Four Calif. Centers 


The steady development program of 
Fireman’ s Fund Insurance Co., and affil- 
iates is sharply refiected in a series of 
moves into larger quarters, involving lo- 
cations in Atlanta, Ga.; Los Angeles, San 
Diego and San Jose, Calif. 

The largest move involves The Fund’s 
Los Angeles office, headquarters of the 
Southern California department, where 
the company will occupy five floors 
(92,000 square feet) of a 12-story, $6,- 
(00,000 structure at 3223 West Sixth 
Street — West Sixth Street and New 
Hampshire. 

The new building, of which The Fund 
will be the principal tenant, is strate- 
gically located in the heart of the Wil- 
shire office building district, three miles 
west of downtown Los Angeles, and 
serviced by the nearby Hollywood and 
Harbor Freeways, which will soon be 
supplemented by the new Santa Monica 
Freeway. In this location, greater efli- 
cieny will be achieved in servicing the 
insurance-buying public of the busy, 
fast-growing Pacific southland. 

Many features of the new Los Angeles 
structure are being built to The Fund’s 
specifications. The new building, of rein- 
forced concrete and steel, will be finished 
in alternating panels of tinted glass and 
porcelain enamel spandrels, making it 
fit the description of “a landmark of 
beauty.” The opening date is set tenta- 
tively for September 25. Leonard Back- 
us is resident vice president and man- 
ager, 

New Atlanta Building 

In Atlanta, a new building costing 
nearly $1,000,000, has been built to The 
Fund's specifications on Peachtree Road 
across from Lenox Square, a new sub- 
urban development 10 miles from the 
downtown area. The structure, head- 
quarters of the Southern department, oc- 
cupies a seven-acre tract, where many 
existing trees were saved and additional 
landscaping provided to give a park-like 
setting. There are approximately 63,000 
square feet gross in the structure and 
the entire building will be occupied by 
The Fund. There are parking facilities 
for 204 cars. Vice Preestent Thomas E. 
Sims, Jr., is manager. 

In San Diego, Calif.. The Fund will 
occupy the major portion of a new two- 
story, brick, Class A building at 3230 
Fifth Avenue, one of the city’s fastest 
expanding areas. The structure will open 
gy: 18 as a branch office. Alan 

Cobbe, CPCU, is manager. 

In San Jose, ground breaking cere- 
monies were held on August 30 for 
Class A brick and glass building, which 
will house ‘The Fund’s branch office. 
Vice President Stuart D. Menist was 
among those officiating. The San Jose 
structure, between First and Fourth 
Streets on Rosemary, is in a new and 





Scholz Assumes New Duties 
For the Hardware Mutuals 


Anthony H. Scholz, Hardware Mu- 
tuals bureau representative for the past 
nine years, assumed a new commercial 
underwriting special assignment in the 
companies’ Eastern district regional of- 
fice September 1. 

Mr. Scholz joined Hardware Mutuals 
as Eastern district underwriting manager 
in 1931 in Newark. He was named home 
office representative to the Mutual Insur- 
ance Rating Bureau and the Mutual In- 
surance Advisory Association, New York, 
in 1950 and Eastern general underwrit- 
ing manager the same year. 

Since 1952 he has devoted full time to 
representing the Stevens Point, Wis., 
property-casualty insurance group in the 
mutual business. In this post he served 
as the companies’ authorized voting rep- 
resentative on the various committees 
of the bureaus in addition to conducting 
special research projects. 


fast-growing development area. 

Last year the New York City office, 
headquarters of the Eastern department, 
opened in a new location—on five floors 
of the new 32-story office building at 110 
William Street. 


New GAB Offices in Mass. 


The General Adjustment Bureau is 
opening new branch offices at Brookline 
and Everett, Mass. Charles D. Sullivan 
has been appointed branch manager at 
Brookline. He attended Boston Univer- 
sity and joined the GAB at Boston in 
1946. General Adjuster G. R. Smith 
will also be at Brookline to assist with 
the larger losses. At Everett, J. Russell 
Ross is branch manager. General Ad- 
juster R. G. Senior is also associated with 
the Everett office. 


R. W. REED STATE AGENT 

Ray W. Reed is being promoted to 
state agent of central and southern 
Illinois for the National of Hartford 
Companies, members of the Continental- 
National Group. Mr. Reed succeeds W. 
R. Martin who is going into the local 
agency business. A native of IIinois, 
Mr. Reed is a graduate of the Missouri 
School of Mines, Rolla, Mo., and was 
with the Illinois Inspection Bureau in 
Springfield and Rockford before joining 
the National in June, 1957. He will main- 
tain his present headquarters. 
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Five New Chairmen of NFPA Group 


Five new chairmen have been named 
to head technical committees which pre- 
National Fire Protection Associa- 
codes standards, it is an- 
nounced by George H. Tryon, technical 


pare 
tion and 
secretary of the association. 

Graham W. Electric 
Power Service Corp., New York City, 
will head the NFPA committee on boiler- 
furnace explosions. This is a new com- 


Bice, American 


mittee, formed to study methods of pre- 
venting explosions of pulverized, liquid 
and gaseous fuels in large industrial and 
public utility heating equipment. 
William E, Clark, Fire Services Train- 
ing Supervisor of the Wisconsin State 
Board of Vocational and Adult Educa- 
tion, heads the NFPA sectional com- 


mittee on protective equipment for fire 
fighters. This is a new section within 


the NFPA committee on fire department 
equipment. 
new NFPA sectional com- 
mittee has been formed to deal with fire 
safety at marinas and boatyards, an as- 
signment previously handled by the NF- 
PA committee on motor craft. Chairman 
is Pierre R. Vallet of the Insurance Com- 
pany of North America, New York City. 
Richard B. Smith, fire protection engi- 
neer with the U. S. Atomic Energy 
Commission, Washington, D. C., has been 
named to head the NFPA committee on 
combustible metals. He succeeds John 
A. Peloubet of Dow Metal Products Co., 


Another 
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Midland, Mich., who will continue t 
serve as a committee member. 

New chairman of the NFPA sectional 
committee on dangerous chemical re- 
actions is Fire Marshal Raymond M 
Hill of Los Angeles, Calif., who succeeds 
Howard H. Fawcett of the General Elec- 
tric Company’s research laboratory in 
Schenectady, N. Mr. Fawcett re- 
mains as a member of the committee 
which is preparing a manual on danger. 
ous chemical reactions. 

About 1,200 experts representing every 
possible public and commercial interest 
serve on the technical committees of the 
internationally recognized fire safety or- 
ganization. More than 185 standards 
and codes prepared by the committees 
have been adopted and published by the 
NFPA to date. 


O 


Oil Burning Equipment 
Standard Issue by NFPA 

A revised edition of the NFPA stand- 
ard for the installation of oil burning 
equipment has just been released by the 
National Fire Protection Association. 
Adopted at the international fire safety 
organization’s recent annual meetings, 
the revision permits the use of approved 
Type L venting systems in certain fuel- 
burning appliances. 

Other significant changes incorporated 
into the new revision include cancella- 
tion of approval of use of barometric- 
fed oil stoves and heaters, and a com- 
plete revision of the standard’s section 
on air for combustion and _ ventilation, 
Widely adopted by states and munici- 
palities to regulate the installation of 
oil-burning equipment, the standard also 
covers grade of fuel oil, design, construc- 
tion and installation of storage tanks, 
and many other related items. 

It was developed by the NFPA sec- 
tional committee on liquid fuel burning 
equipment, chairmanned by E, F. Tabisz, 
general manager of Underwriters’ Lab 
oratories of Canada. Copies of the stand- 
ard (NFPA No. 31, 70 pages, 75 cents) 
are available from the National Fire Pro- 
tection Association, 60 Batterymarch 
Street, Boston 10, Mass. 


Hardware Mutuals Name 
Five Claims Consultants 


Hardware Mutuals have named _ five 
regional claims consultants in a general 
reorganization of the field claims staff. 
The new regional grouping has been 
planned to give greater responsibility and 
authority to claims managers in the com- 
panies’ 33 principal branch offices, accord- 
ing to Robert C. Jacobs, executive vice 
president, operations. Branch claims 
managers have been upgraded in this 
reorganization. 

The regional claims consultants, who 
report directly to the home office field 
operations manager at Stevens Point, 
Wis., are Warren W. Blodgett, east_re- 
gion, headquarters in New York City, 
responsible for general counseling and 
technical training of claims managers 
in New York City, Syracuse, Buffalo, 
Boston, New England, and Newark 
branches; Clarence L. Schall, south and 
central region, headquarters in Atlanta, 
serving Atlanta, Richmond, Pittsburgh, 
Philadelphia, Cincinnati, New Orleans, 
Houston, Dallas and Oklahoma City 
branches; Ervin G. Euler, north and 
central region, headquarters in Stevens 
Point, serving Stevens Point, Madison, 
Appleton, Milwaukee, Detroit, Grand 
Rapids, Chicago, and Springfield, Ill, 
branches, and, John M. Siebert, west 
region, headquarters in Los Angeles, 
serving branches in Los Angeles, San 
Francisco, Santa Barbara, San Diego, 
Portland and Seattle. 

Central region offices, located in Min- 
neapolis, Kansas City, Omaha and St. 
Louis, will be serviced by Robert L. 
Mac Phail, headquartered in and report- 
ing to Hardware Mutuals (Central dis- 
trict office, Minneapolis. 
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Kentucky Commissioner Explains 


New Rating Formula for Dwellings 


When Kentucky put into effect higher 
rates for fire insurance on dwellings and 
contents valued at $5,000 and less “in 
order to increase the availability of this 
type of insurance,” Insurance Commis- 
sioner William T. Hockensmith stated 
that the Department of Insurance also 
lowered rates for fire insurance on dwell- 
ings and contents valued at more than 
$5,000. The rate adjustments apply to 
new and renewal policies and not to 
policies currently in force. 

Commissioner Hockensmith explained 
that companies had almost stopped of- 
ering fire insurance on low-priced dwell- 
ings since premiums on this protection 
were not paying a fair share of the 
losses. Agents had complained that they 
were having trouble placing this type 
of insurance. 

“Since people owning low-priced homes 
are entitled to insurance,” he added, 
“the Department of Insurance began a 
study about a year ago to determine a 
solution to the problem.” A committee 
was appointed and public meetings were 
held. Questionnaires were sent to.the 
approximately 2,700 fire insurance agents 
in Kentucky asking for advice on the 
problem. Returns were received from 
about 1,600 agents. 

The Commissioner said the studies 
showed the loss experience on low- 
priced dwellings had “grown p-sogress- 
ively worse” over the last six years. In 
the absence of rate adjustments on low- 
priced houses, the market for this type 
of risk narrowed until only a few com- 
panies were writing these policies. The 
“next obvious step following the study 
was an adjustment in rates to make the 
risk acceptable to carriers.” 

Mr. Hockensmith cited, for example, 
the increases in rates in three different 
locations on a $2,500 frame one-family 
type dwelling with approved roof: Louis- 
ville, 72.2%; Frankfort, 70%, rural areas 
with no fire protection, 61.7%. He also 
cited, for example, the rate decreases on 
an $8,000 frame one-family type dwell- 
ing with approved roof: Louisville, 
27.1%; Frankfort, 19.4%; rural areas, 
8.5%. 

Mr. Hockensmith said the new rate 
schedules, filed by the Kentucky Inspec- 
tion Bureau, composed of most compan- 
les operating in the state, “were intended 
to distribute more equitably fire insur- 
ance costs according to the size of the 
policy.” The committee which conducted 
the meetings was composed of agents 





Public Property Floater 

The Committee on Interpretation on 
the Nation-Wide Marine Definition has 
issued the following Interpretation No. 
160 on public property floater, with the 
opinion in the negative: 

Inquiry: “The policy is intended to 
cover all risks subject to certain ex- 
clusions on contents belonging to states, 
counties, townships or municipalities. 
The first paragraph reads: 

“1, Property insured: This policy cov- 
ers all personal property of the named 
assured, except as hereinafter excluded, 
and similar property of others in the 
custody or control of the assured and 
for which the assured is legally liable 
or has prior to loss assumed liability.’ 
Is the policy classifiable as inland ma- 
rine insurance?” 


AMERICAN RE, DIVIDEND 
The American Re-Insurance Co. of 
New York has declared a dividend of 
30 cents a share, payable September 15 


to stock of record September 5. 


of stock and mutual companies, of execu- 
tives of these companies and of the 
Kentucky Inspection Bureau. H. Pell 
3rown, director of the Fire and Allied 
Lines Division in the Insurance Depart- 
ment, coordinated the study and the work 
of the committee. 


Ky. Whiskey Rates Cut 
fire 
in Kentucky are 


Lower rates for insurance on 


whiskey warehouses 
now in effect, Insurance Commissioner 
W. T. Hockensmith reports. The reduc- 
tion applies to new policies and to pres- 
ent policies when they are due for 
renewal. Mir. Hockensmith, who ap- 
proved the new rates for the state, said 
the reductions of about 8% were made 
possible “because of the favorable under- 


writing experience on this class of risks.” 

In addition to a general reduction, he 
said, further reductions may be obtained 
for individual warehouses by providing 
them with standard lightning protection. 
He said two recent large fire losses at 
whiskey warehouses were attributed to 
lightning. The new rates will result in 
total premium reductions of about $85,- 
000 a year. If all warehouses were pro- 
vided with lightning protection, the total 
reduction would amount to about $131,- 
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Barrett on Reinsurance 


(Continued from Page 24) 


for fire reinsurance, facultative or other 
wise. Prior to that time, our prime 
commercial engagements were trade and 
shipbuilding. 


Reinsurance in Early 1800's 


Conversely, there is much to sub- 
stantiate that a good deal of facultative 
fire reinsurance was conducted in this 
country after 1800, outlined as follows: 

(a) We know that reinsurance was 
no stranger to our shores at the begin- 
ning of the nineteenth century. The 
Eagle Fire Insurance Co. of New York, 


which was formed in 1806, assumed all of 
the outstanding risks of the Union In- 
surance Co. (formerly the Jersey Bank) 
in August, 1813. This is the first case 
of reinsurance noted in the history of 
the company, and as far as can be as- 
certained, this was also the first case 
of reinsurance of one company by an- 
other in fire underwriting history. The 
Aetna of Hartford followed by reinsur- 
ing the outstanding risks of the Middle- 
town Fire in September, 1819, and 
some three years later the Hartford 
Fire reinsured the business of the New 
Haven Fire. 

(b) We know that reinsurance had 
legal sanction, at least in Massachusetts 
and New York which were, at the time, 


two principal commercial and industrial 
states. In Merry vs. Prince (1806) 2 
Mass (Tyng) 176, it was held that a 
policy of reinsurance was a valid con- 
tract, and that the statute 19 George 
II, cap. 37 did not extend to the British 
Colonies and had never been adopted 
in that Commonwealth. 

In a law case heard in the Supreme 
Court of the State of New York, in 
which the New York Bowery Fire In- 
surance Co. were plaintiffs and the New 
York Fire Insurance Co. were defend- 
ants, it appeared that the defendants had 
reinsured a facultative risk with the 
plaintiffs on the 1lth February, 1834. In 
July, 1837, by an obiter dictum of the 
judges of the Supreme Court, it was 
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— 


laid down that reinsurance in New York 
State was a valid contract in cases of 
fire as well as marine policies. Further, 
the risk assumed by the first assurers 
gave them such an insurable interest as 
rendered the reinsurance a_ valid 
tract. 


con- 


Reasons for Reinsurance 
(c) We know that two conditions, al- 
considerations 


ways for an insurance 
company to desire reinsurance, were 
present in the New England States 


after 1807. These conditions were: 

1. High valued properties that, if in- 
sured by one company, would give that 
company too large a gross line, and 

2. Accumulated insurances in confla- 
gration areas. These conditions were 
occasioned by the transition period ex- 
perienced by our country as a conse- 
quence of the Embargo Act which forced 
Americans to manufacture products that 
had formerly been imported from abroad, 
To this sudden need for manufacturing 
in the United States can be coupled 
the availability of adequate natural re- 
sources, an abundant immigrant labor 
force, and the creative ingenuity of in- 


ventive genius. The outcome was the 
well-known “Industrial Revolution” that 
fathered ‘¢ massive industrial com- 


plexities of the Northeastern portion of 
the United Seetes encompassing textiles, 
clothing, steel, machinery and railroads. 
Building of Surplus Market 

The term “industrial revolution” was 
more than a cliche to those Americans 
who lived between the 1800’s and the 
1850's; it was the catchword for their 
philosophy, a philosophy that preached 
expansion and growth. It was a period 
of mass immigration from Europe; it 
was a time when the conc ept of manifest 
destiny pushed our territorial expan- 
sion to the Pacific Ocean; finally it was 
a time of mechanization and industrial 
development. Americans had deen m- 
doctrinated with the idea of “bigness” 
and it was upon this base that empires 
were built. Insurance men were no 
different from others of their generation, 
and they, too, looked for means by which 
to become big. 

With industrial growth came higher 
insurable values and a need for an ample 


market to absorb these values. We know 
that in England surpluses were dealt 
with by direct policy, and it was the 


practice for the insuring company to 
whom the business was first offered to 
accept its full line and then send the 
insured in company of one of its clerks 
to friendly offices to place the balance 
of the line. 

Fortunately, for American insureds, 
their domestic companies were not ham- 
pered by the restrictions imposed upon 
our English brethren by George II, and 
more expedient methods were developed 
on the western shores of the Atlantic 
for ic tee surpluses. These methods 
numbered two and they were widely 
divergent in scope. The first was the 
formation by certain companies of asso- 
ciations whereby individual risks were 
placed before representatives of each 
member company of the association and 
these representatives had the choice of 
accepting a portion of, or declining, 
lines offered. 

Those lines that were accepted were 
covered on a co-insurance basis. Al- 
though this was adequate at the time 
for companies that were members of 
such associations, a solution still had to 
be found for placing risks declined by 
the associations, and for providing a 
surplus market for those companies that 
had no association affiliation. The sec- 
ond method, of course, was the develop- 
ment of a facultative reinsurance facility. 

Reinsurance Facility After 1850 

The utilization of this facility we 
know was widely subscribed to by the 
American direct market from 1850 on. 

We know further that this was the 
sole practical reinsurance method avail- 
able to companies for the disposal of 
fire surpluses up until 1880, for it was 
around this time that the Munich Re- 
insurance Co. received credit for the 
popularization of the treaty form of re- 
insurance. 


(To Be Continued) 
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Aim to Revise Utah Insurance Code 


. Virgil Norton, Insurance ‘Commis- 
sioner for Utah, has announced mem- 
bership of an interim state committee 
vhich will make recommendations for 
revising Utah’s insurance code. Ap- 
pointees include: 

Rex J. Hanson, insurance trial attor- 
ney and representative of mutual and in- 
dependent companies; Conway A. Ash- 
ton, attorney representing a large Utah 
company and several national organiza- 
tions; Ralph 'D. Callister, member of the 
committee which wrote the present state 
code in 1946 and president of the Utah 
Association of Insurance Agents, and 
Norman O. Jensen, local insurance agent. 

Previously, Senate President Tihorpe 
Waddington of Delta has appointed Sen. 
J. Francis Fowles of Ogden, an insurance 
agent and representative of the National 
30oard of Fire Underwriters, and House 
Speaker Ernest H. Dean of American 
Fork has appointed Rep. Evan H. Mick- 


elson of Salina, also an insurance agent, 
to the committee. Ex-officio members 
consist of Attorney General Walter 
Budge and the Insurance Commissioner. 

A joint resolution of the 1961 legisla- 
ture provides for appointment of the 
committee. Its duties include an investi- 
gation of the laws, court decisions and 
regulations of the United States and of 
other states having to do with insurance. 

The committee is to conduct hearings 
on phases of insurance law and to report 
its findings and recommendations to Gov. 
George D. Clyde by December 1, 1962. 

Mr. Norton said a revision of the code 
is sorely needed because of many changes 
in types of insurance which have been 
developed since the present code was 
adopted in 1947, The present code, he 
added was assembled hurriedly because 
of the threat of Federal regulation of 
insurance if states did not provide ade- 
quate regulation. 





House Group Backs Auto 


Financing, Insurance Bill 


Approval by the House Antitrust Sub- 
committee of H. R. 71, a bill to prohibit 
automobile manufacturers from handling 
the instalment sales financing and insur- 
ing of their products, is hailed by Paul 
Jones, chairman of the executive com- 
mittee of the American Finance Confer- 
ence. 

“This endorsement by the House Anti- 
trust Subcommittee is a giant step toward 
securing a free and fair marketplace for 
automobiles, auto financing and auto in- 
surance,” said Mr. Jones, spokesman for 
the AFC, the national association of in- 
dependent sales finance companies. 

The House Antitrust Subcommittee, 
which conducted six days of hearing on 
H. R. 71 in June, voted for the bill in 
Washington. The bill is sponsored by 
Rep. Emanuel Celler, D-N.Y., chairman 
of both the Subcommittee and the Judi- 
ciary Committee. 

The following groups have registered 
support: National Independent Auto- 
mobile Dealers Association, Independent 
Bankers Association of America, Na- 
tional Association of Insurance Agents 
and Independent Garage Owners of 
America. General Motors, Ford and 
Chrysler Corp. testified against the bill, 
and the National Automobile Dealers 
Association filed a statement opposing it. 


Interstate F. & C. Gains 


Interstate Fire & Casualty Co. and 
Chicago Insurance Co., a wholly owned 
subsidiary, report earned premiums of 
$2,872,639 for the six months ending 
June 30, a 53% increase over the $1,884,- 
161 reported for the same period in 
1960. 


Adjusted net income for the period 
totaled $187,981 or 84 cents a share com- 
pared with $117,477 or 52 cents a share 
for the first six months last year. The 
companies’ combined loss and loss-ex- 
pense ratio for the six-month period was 
56%, compared with 67% a year ago. 


BENEFICIAL EXPANDS 


Beneficial Fire and Casualty of Los 
Angeles ‘has been admitted to transact 
business in Maryland and Alaska. The 
company now operates in 16 states and is 
7 member of the Beneficial Insurance 
Group, comprised of Beneficial Standard 
Life, Fidelity Interstate Life of Pennsyl- 
vania, Vermont Accident Insurance Co. 
and British Life of Canada. 


NEPA Standards 


(Continued from Page 22) 


The Building Exits Code is purely ad- 
visory as far as the NFPA is concerned, 
but is widely used as a basis of law and 
legal regulation in the interest of public 
safety. Copies of the new edition, NF 
PA No. 101, 256 pages, 434 x 7% inches, 
cost $1.50, 

“Essential Hospital Electrical Service” 

An important guide for the installa- 


tion of emergency electrical systems in 
hospitals has been issued. Recognizing 
that the medical and nursing sciences 


have become more and more dependent 
upon electrical apparatus for the preser- 
vation of life and the care of hospital 
patents, the NFPA committee on hospi- 
tals, chairmanned by Roy Hudenburg 
of the Community Health Association, 
has developed a tentative standard for 
essential hospital electrical service. Rec- 
ommendations tentatively adopted in 
May, 1960, were reviewed and revised and 
again tentatively adopted at the NFP A's 
recent annual meeting. 

The tentative revision has been ound 
to permit all interested to review the 
recommendations. Comments and criti- 
cisms should be submitted to the NFPA 
offices at 60 Batterymarch Street, Bos- 
ton, Mass., by September 15. They will 
be reviewed by the committee and a final 
draft of the standard prepared for pos- 
sible submission to the association’s 1962 
annual meeting, 

Copies of the tentative standard, NF- 
PA No, 76-TR, 23 pages, cost 50 cents. 


“Flammable Liquids Code” 


Important new fire safety provisions 
have been incorporated into the revised 
edition of the Flammable Liquids Code. 
Widely adopted by states and munici- 
palities to regulate the storage, handling 
and use of flammable liquids, the code 
is intended to reduce the hazard in the 
use of flammable liquids to a degree con- 
sistent with reasonable public safety 
without unduly interfering with public 
convenience and_ necessity. 

The 1961 revision of this code details 
for the first time the extent of hazard- 
ous areas at automotive service stations 
and at bulk flammable liquid storage 
plants. Another significant change is a 
revision of the guide for the abandon- 
ment or removal of underground tanks. 

The revised code was developed by 
the NFPA sectional committee on gen- 
eral storage of flammable liquids, chair- 
manned by Raymond M. Hill, Deputy 
Chief of the Los Angeles Fire Depart- 
ment. Copies of the code, NFPA No. 30, 
70 pages, cost 75 cents. 


RELIANCE, STANDARD GAINS 





Net Income for Six Months Higher Than 
In 1960; Investment Income, Surplus 
Up; Underwriting Loss 

The Reliance Insurance Co. and the 
Standard Accident and their wholly- 
owned subsidiaries had consolidated net 
income of $2,036,922, or $1.45 a share of 
Reliance stock outstanding as of June 30. 
This compared with net income of $1,- 
728,629, or $1.23 a share for the first half 
of last year. 

There was an underwriting loss of $1,- 
795,457, as compared with a loss of 
$1,932,205 for the same period of the 
previous year. The ratio of loss and loss 
adjustment expense to premiums earned 
was 61.6%, while the ratio of expenses 
incurred to premiums written was 39.3%, 
making a combined loss and expense 
ratio of 100.9%. This compares with a 
combined ratio of 99.6% for the first 
half of 1960. 

The net premiums written for the 
first six months were $78,610,217, a de- 
crease of 3.6% in comparison with last 
year. This was due principally to a con- 
tinued refinement of the business. 

Net investment income was $3,832,379, 
which represents an increase of 4.7% 
over the first half of last year. Policy- 
holders’ surplus increased $8,162,063 over 


Revised Church Insurance 


Guide Published by I.LI. 


A newly revised “Guide to Property 
and Casualty Insurance on Churches” has 
been published by the Insurance Infor- 
mation Institute. The guide describes 
church risks that may be insured and 
lists types of protection, including the 
public and institutional property form 
and another form to be available in the 
near future. The new form is a single 
endorsement, combining extended cov- 
erage perils and vandalism and malicious 
mischief with many other risks of physi- 
cal loss, limited to buildings only. 

Since churches are particularly vulner- 
able to fire damage because of their 
large open construction and to claims 
from accidents, which happen frequently 
in places of public assembly, the book- 
let devotes a section to suggestions for 
fire and accident prevention. Copies of 
the booklet are available from the I.1.L, 
60 John Street, New York 38, N. Y. 





the year end due mainly to appreciation 
in the common stock section of our port- 
folio. At June 30, 1961 consolidated 
assets were $302,517,226 with a policy- 
holders’ surplus of $97,028,690. 
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Accident and Health sales can pay big dividends. Premiums 


written now are $7 billion annually... 


with still greater 


potential for future growth. A recent national survey revealed 

only 1 in 100 persons had an adequate disability income program— 
even though more homes are lost and more families are wrecked because 
of disability of the breadwinner, than for any other single reason. 


Agents who find Accident and Health a natural adjunct to 
selling fire and casualty lines know how quickly A & H premiums 
mount up. Prospecting just two hours a week should result in a 


minimum of two sales per week... 


or 100 per year. A realistic average 


policy premium of $100 will gross $10,000 per year in premiums— 
an excellent return on a two-hour-per-week investment! 


. Ask the CU/NB Fieldman in your area for complete facts about 
: the Group’s expanded A & H facilities and services. 


COMMERCML | NORTH 
ay TS 


A MULTIPLE COMMERCIAL UNION ASSURANCE COMPANY LTD. 


fA L/; ‘NB LINE GROUP _NORTH BRITISH & MERCANTILE INSURANCE COMPANY LTD. 


/ AMERICAN CENTRAL INSURANCE COMPANY + THE CALIFORNIA INSURANCE COMPANY 
CENTRAL SURETY AND INSURANCE CORPORATION * COLUMBIA CASUALTY COMPANY 
COMMERCIAL UNION INSURANCE COMPANY OF NEW YORK * THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 
THE MERCANTILE INSURANCE COMPANY OF AMERICA * THE OCEAN ACCIDENT AND GUARANTEE CORPORATION, LTO 
THE OCEAN MARINE INSURANCE COMPANY LTD. * THE PALATINE INSURANCE COMPANY LTD. 
THE PENNSYLVANIA INSURANCE COMPANY * UNION ASSURANCE SOCIETY LTD. 
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All Employers In N. Y. 
State Must Carry W. C. 


BEGINNING JANUARY lL, 1962 


“Over 500,000 Workers Previously Denied 
Protection Will be Given Compensa- 
tion, Disability Coverage”: Senior 





Over 500,000 workers in New York 
State, previously denied protection, will 
be given compensation and _ disability 
coverage beginning ruey 1, 1962, it 
is announced by Col. E. Senior, chair- 
man of the Coteus Compensation 
Board. 


“As a result of amendments to laws 
over the past three years,” he said, “New 
York State will have finally achieved 


virtually full coverage for its labor force 
in the field of signficant social legis- 
lation.” 

The chairman announced that all em- 
ployers in the state, with very few ex- 
ceptions, will be required to insure their 
employes beginning the first of 1962, 
regardless of the number of employes 


they may have. The law previously re- 
quired employers of two or more to 
carry insurance coverage, but exempted 


employers s of only one non- 

hazradous occupations 
“The new legislation,” 

“which 


person in 


said Col. Senior, 


was enacted overwhelmingly by 
the Legislature, in response to the Gov- 
ernor’s recommendation for cover- 


age under our social insurance pro- 
grams of regular workers in single-em- 
ploye businesses ’ is another major 
step taken in the workers’ interest by 
Governor Rockefeller’s administration.” 


Status Not Altered 


Col. Senior made clear that amend- 
ments to the laws do not alter the status 
of those employers who are now already 
required to provide this protection for 
their employes. 

“For all others,” the 
“January 1, 1962, is an important date. 
Beginning then, they are required by 
law to have workmen’s compensation in- 
surance and disability benefits insur- 
ance.” 

An employer may comply yes the cov- 
erarge requirements of the law by pur- 
chasing insurance policies for each type 
of coverage from any insurance company 
authorized to write such insurance in the 
state, including the State Insurance 
Fund 

“Failure to insure the required pay- 
ments of benefits for employes subjects 
the non-complying employer to both 
monetary and criminal penalties, which 
can be very severe, in addition to the 
personal objection to pay all benefits 
due,” Col. Senior declared 

The chairman’s bulletin to 
states that additional 
cerning either workmen’s compensation 
or disability benefits may be secured 
from Workmen’s Compensation Board 
offices in New York City, Albany, Bing- 
hamton, Buffalo, Rochester or Syracuse. 


Some Employers’ 


chairman said, 


employers 


information con- 


Three to be CPCUs 


Three employes of Standard Accident’s 
home office in Detroit successfully com- 
pleted the prescribed course of studies of 
The Society of Chartered Property and 
Casualty Underwriters and will be 
awarded designations: at the National 
Conferment ceremonies in Washington, 
D. C., September 28. They are: Robert 
W. Dinser, casualty underwriting depart- 
ment; L. J. Donaldson, executive 
ant, casualty claim department; 
R. Thompson, assistant to 
officer. 


assist- 
Donald 


personnel 


Car Insurance Cancellation 
Complaints in Maryland 
Following New York Pattern 


‘Thousands safe drivers who have no ac- 
driving their records, 


insurance 


cidents or violations on 


have had their automobile cancelled 


by the companies.” 
—Michael Naver, Baltimore Evening Sun 
Sounding very much like complaints 
that rocked the New York Insurance 


Department last summer and precipitated 
several hearings, Maryland agents last 
week were writing Insurance Commis- 
sioner Sears that companies were can- 
celling their auto insurance policyholders 
right and left. 

One agent said a particular company 
cancelled the policies of 1,200 drivers 
in one week. The reason given: Not 
enough policy or application forms. 
Drivers asking why their insurance was 
being cancelled were told that the com- 
pany was not obligated to give a reason. 

With more and more motorists head- 
ing toward the assigned risk plan, the 
Maryland Plaintiffs Bar Association has 
asked for a public hearing about cancel- 
lation practices. Commissioner Sear’s 
answer: 

“The Department has no legal author- 
ity to prescribe the rules which a com- 
pany may adopt and enforce with respect 
to the risks which it will keep insured.’ 

But companies are not wholly to blame 
for the situation in Maryland. As As- 
signed Risk Plan Manager Emmett Mc- 
Gee points out: “Some agents choose 
the easier way of shipping a client to the 
assigned risk plan rather than shopping 
around for a lower-cost, voluntary pol- 
icy. 


Plaintiff Attorneys the 
Target of Insurance Course 


September 15 is last day of registra- 
tion for the School of Insurance Medico- 
Legal Jurisprudence course. The course 
is especially designed for insurance at- 
torneys, senior adjusters and trial pre- 
paration men. 

The school—located at 225 Broadway, 
New York City—describes the course as 
“an advanced course emphasizing the 
preparation and trial of cases involving 
bodily injury claims.” Subjects covered 
include: medico-legal phase of trauma; 
malpractice suits; skilled and expert 
testimony involving medicine and _ re- 
lated subjects; qualifying the medical 
witness; use of medical texts ; the hypo- 
thetical question; and use of X-rays at 
trial. 

Classes begin September 20. Meeting 
y and hours are Wednesday, 5:30 to 
7:30 pan. Duration is 16 weeks, fee is 
$55, course designation: Casualty 35. Says 

Insurance School: 
“The increased effectiveness 
which plaintiffs’ attorneys are 
their makes this course a 
and important one for insurance 
pany legal representatives.” 


with 
winning 
timely 

com- 


cases 


BRICKELS TO HEAD REGION 

Bruce W. Brickels, who joined Na- 
tionwide Insurance in 1946 as an under- 
writer, has been named administration 
manager of the companies’ South Cen- 
tral region. The region, with offices in 
Columbus, Ohio, is composed of West 
Virginia, Kentucky, Tennessee, Alabama, 
and Mississippi. 

Mr. Brickels, a graduate of Denison 
University, has also been procurement 
manager, services manager of the Vir- 
ginia region, and — since 1960—services 
manager of Nationwide General, the 
merit-rating auto company. 


Nationwide Ins. Enters 
Massachusetts Oct. 16 


A MULTIPLE LINE OPERATION 
29th State to be Combined With Rhode 


Island as One Sales Region; 
Abernathy Named Manager 


Nationwide will begin selling insurance 
in its 29th state with entry October 16 
into Massachusetts, announces Robert 
W. Heffner, vice president-insurance ex- 
pansion, 

While there are still some rates and 
forms to be approved, the Massachu- 
setts operation will be multiple line from 
the beginning. 

The new state, 


in the New England 
region, will be 


combined with Rhode 
Island to make one sales region. 

David Abernathy, who has been re- 
gional sales manager for Rhode Island, 
has been named RSM for the combined 
region, reports J. R. Koenig, NERO 
resident vice president. The regional 
sales office will remain in Providence for 
the time being. 

Massachusetts has been divided 
eight districts. District 
located in Springfield, 
cester, Fall River, 
Peabody, Lowell, 


into 

offices will be 
Pittsfield, Wor- 
Brockton, Salem- 
and Needham. 


Begin Agent Hunt Oct. 6 
A recruiting team of eight will begin 
a 60-day agent “hunt” on October 6. 
Objective is to get the equivalent of six 


career agents in each district. (Sales 
standard are that three part time agents 


equal one career, or full time, agent.) 
John Adsaa, who has been a district 
sales manager in Concord, N. H., has 


been named regional sales training man- 
ager for Massachusetts, announces W. 
D. Turner, NERO sales superintendent. 

The schedule ¢ calls for all district sales 
managers in the new state to be hired 
and in New Haven, Conn., by September 
18 for a two-week training program. 
They will go on location in Massachu- 
setts. October 2, 


Employers Mutuals Offers 
W. H. Burhop Scholarship 


Employers Mutuals of Wausau, Wis. 
has established ; 1 scholarship at ay 
sity of Wincensds in the name of W. 
Burhop, company board chairman, it was 
announced by J. M. Sweitzer, president. 
The scholarship will provide $1,500, re- 
newable annually, for a student or stu- 
dents selected by the university faculty. 

The scholarship will be an addition to 
those previously established by the com- 
pany at University of Wisconsin, U.C. 
L.A, and Wharton School of Finance. 

Mr. Burhop, a 1913 University of Wis- 
consin graduate, had been an Employers 
Mutuals employe since 1919, Prior to his 
election as board chairman in 1960, he 
had served as president and vice pres- 
ident of the firm. 

Company directors are providing the 
fund in recognition of public service con- 
tributions made by both the University 
and Mr. Burhop to the state and nation, 
Mr. Sweitzer said. 


All Nation to Write Non- 
Standard Auto Ins. in Minn. 


All Nation Insurance Co. of St. Paul 
has been organized and licensed to write 
non-standard automobile insurance in 
Minnesota. All Nation with general of- 
fices in St. Paul is capitalized at $200,- 
000 with 100,000 shares of common stock 
outstanding. Most of the stock has been 
sold to agents throughout Minnesota. 

Officers. of the company are Donald E. 
Wolfgram, president; Terrence P. Bren- 
nan, vice president; Kenneth H. Wolf- 
gram, secretary, and Rudolph W. Wolf- 
gram, Jr., treasurer. The Wolfgrams, 
who are brothers, formerly were general 
agents for companies writing automobile 
insurance. 


See Higher Compulsory 
Auto Rates In Mass. 


PERSONAL INJURY CLAIMS UP 
New Tentative Auto Liability Rates to 
Be Announced About Sept. 15, Public 
Hearing Two Weeks Later 


Massachusetts Insurance Commissioner 
Otis M. Whitney, has forecasted a “sul- 
stantial increase” in auto insurance rates 
for passenger cars as well as a general 
rate hike throughout Massachusetts. The 
Commissioner’s prediction came in con- 
junction with his release of death and 
personal injury claims for 1960—the most 
costly and destructive levels in 20 years. 

New tentative compulsory auto liability 
rates will be announced on or about 
September 15 with a_ public hearing 
scheduled for two weeks after that date. 
It is not expected that the over-all aver- 
age increase will surpass the 11% granted 
last year. 

No Alternative 


“I regret having to announce a second 
statewide increase in compulsory insur- 
ance rates in as many years, but the 
Massachusetts personal injury accident 
claim frequency is now more than twice 
the national average. I am left with no 
alternative,” said the Commissioner. 

In an effort to bring about a reduction 
in compulsory rates for 1963, the Com- 
missioner reminded the motoring public 
that all Massachusetts car-owners on 
August 1 began their first 12-month ac- 
cident experience period to determine 
whether individually they will have to 
pay more or less for their liability in- 
surance in 1963. 

This is the initial step, he noted, in 
the program for a safe-driver plans to 
reward the accident-free motorist direct- 
ly on an individual basis, regardless of 
where he lives and garages his car. 

The precise provisions of the plan, 


however, will not be promulgated for 
some time. In fact, it is understood that 
momentarily the commissioner will be 


requesting the Governor's Council to 


ask for an advisory court ruling on 
various phases of his proposed plan, 
prior to announcing a finalized merit 


award program for the Bay State. 
Public Repeatedly Warned 


Although Commissioner Whitney in 
recent months has repeatedly warned 
the Massachusetts motoring public of a 
general rate increase in compulsory auto 
rates for next year, due to the continu- 
ing rise in the number and cost of ac- 
cident claims, it was not until the last 
few weeks that final tabulation of the 
1960 statistics revealed the full extent 
of the Statewide and local accident loss 
experience. 

The commissioner summarized the 
Boston Statistics on private passenger 
cars in the following terms: 

1. While the number of cars insured 
in Boston last year represented only 
slightly more than 8% of the total cars 
insured in Massachusetts, personal in- 
jury claims arising from accidents caused 
by Boston cars amounted to nearly 18% 
of the total claims throughout the State. 

2. Of the total of 18,573 personal injury 
claims caused by Boston drivers through- 
out Massachusetts last year, 14,235 
claims, or 77% arose from accidents 
caused by these Boston motorists within 
their own city. 

The Boston claim frequency (per- 
sonal ny claims per 100 cars insured) 


is by far the highest of any city in the 
nation, being 36% higher than that of 
New York City (Manhattan, Brooklyn 


and Bronx) and 129% higher than Chi- 
cago. 

4. The Boston frequency of 15.8 claims 
per 100 cars insured in 1960 was 116% 
higher than the Massachusetts statewide 
claim frequency which includes Boston’s 
claim statistics. 


The average loss cost of insuring 
a car in Boston during 1960, whether 
it was involved in an accident or not, 


was 29% higher than five years ago. 
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Volume of Six Month 
Premiums Set Record 


AT PACIFIC EMPLOYERS GROUP 





But Net Earnings Were Down $.39 a 
Share, Attributed to Workmen’s Com- 
pensation, Auto Lines Experience 





Despite a record volume of premiums 
-rittten, net earnings of the Pacific Em- 
ployers Group of insurance companies 
leclined in the first half of 1961. 

President J. T. Gurash said that earn- 
ings for the six-month period ending 
fune 30 amounted to $239,833, equal to 
63 per share on the 380,000 shares of 
i'acific Employers Insurance Co. stock 
itstanding, compared with 1960 figures 
* $388,090 and $1.02. : 

Industry-wide unfavorable underwrit- 
ing results, particularly in the workmen's 

oa nsation and automobile lines where 

-acific Employers is heavily involved, 
( these the earnings decline, Mr. Gurash 
5 aid. : . 

Total gross premiums written by the 
Group, which includes Pacific Employers 
Insurance Co., Allied Insurance Co, 
Meritplan Insurance Co. California 
Union Insurance Co, and ( °iifor nia Food 
industry Insurance Co., amounted to a 
record $18,640,345 for the same period, 
an increase of $1,026,826 or 5.83% over 
the same period last year. 


Combined Admitted Assets Up 


+e 


Combined admitted assets increased by 
$3,977,594 and amounted to another rec- 
ord high of $47,163,745 on June 30, com- 
pared with $43,186,151 at the same time a 
year ago. 

According to Mr. Gurash, the under- 
writing climate in workmen’s compensa- 
tion business is expected to improve. 

“Our California workmen’s compensa- 
tion business has presented trying prob- 
lems for us and the entire industry, due 
primarily to the substantial increase in 
workmen’s compensation benefits granted 
during the 1900 legislature,” he said. 

“However, only minor benefits were 
granted in the 1961 legislature and re- 
cently a premium rate increase has been 
approved by the insurance commissioner. 
These factors, coupled with improving 
economic conditions, make the outlook 
brighter.” 

Mr. Gurash indicated that the brighter 
outlook does not apply to auto insurance 
lines. “Automobile insurance continues 
to present perplexing problems,” he de- 
clared, “Rate levels are inadequate, and 
competition is keen.” 





Sheppard Named Carolinas 
Regional Mgr. by Allstate 


Robert B. Sheppard has been named 
regions il manager for the Allstate Com- 
panies’ Carolinas regional office in Char- 
lotte, N. C. The announcement was made 
by Judson B. Branch, president of All- 
state. Mr. Sheppard fills the vacancy 
left by the promotion of A. M. Eisenbart 
to the home office sales department in 
Skokie, Il. 

Mr. Sheppard joined Allstate in 1953 
as an agent in Menlo Park, Calif. He 
later served as district sales manager, 
sales development manager and regional 
sales manager. 

Allstate also announced six other exec- 
utive appointments, including two in the 
Rochester, N. Y., regional office. They 
are David D. Baker, regional sales super- 
visor—commercial casualty, and George 
A. Griswold, policy service division man- 


ager. 
Others include: Hugh M. Colvin, ac- 
counting division manager, Michigan 


regional office, Detroit; Robert S. Hal- 
lock, district sales manager, Salem, Ore., 
regional office; Harry W. Hart, policy 
service division manager, 
Calif., regional office; and Charles E. 
Price, district sales manager, New Eng- 
land regional office, West Hartford, 
Conn. 


Santa Ana, 


BEGINS AUTO INS. OPERATION 





Criterion Insurance Co., in New Affiliate 
Of Government Employees Insurance 
Co., Licensed in States and D. C. 
Criterion Insurance Co., a new affiliate 
of Government Employees Insurance 
Company (GEICO) of Washington, 
). C., has been organized to offer auto- 
mobile insurance to all individuals, 
civilian and military, not now eligible 

for GEICO’s services. 

The new company is presently licensed 
and, effective September 1 began offer- 
ing automobile insurance in the District 
of Columbia, Maryland, North Carolina 
and Virginia. The company is rapidly 
expanding its licensing program and ex- 
pects to be operating in many additional 
states before the year- end, 

The new company’s auto insurance will 
be available to those individuals not now 
eligible for GEICO’s services regardless 
of age, occupation or marital status. 
Although Criterion rates are somewhat 
higher than GEICO’s, savings of 10% to 
21% below basic bureau rates are possible 
for safe-drivers who insure with Cri- 
terion—with an added 10% savings for 
compact cars and additional cars. The 
actual cost of Criterion auto insurance 
protection will depend on the individual 
i record of the applicant. 

GEICO is the ninth largest stock com- 
pany auto insurer in the United States. 
The parent company has become “in- 
creasingly aware of the insurance needs 
of these other groups in the vast motor- 
ing public and the difficulty they expe- 
rience in obtaining complete auto insur- 
ance coverage at reasonable rates. Based 
on this knowledge and with the desire to 
serve the insurance needs of these 
groups, GEICO has organized Criterion 
Insurance Co,” 

Criterion will operate in much the same 
manner as does GEICO. The new affili- 
ate will offer the complete line of auto 
coverages: Bodily injury, property dam- 
age, comprehensive fire and theft, col- 
lision, medical payments, uninsured mo- 
torists, etc. Rates will be determined on 
an individual basis and will include the 
applicant's driving record. In addition to 
the availability of substantial savings for 

safe-drivers, a liberal payment plan will 
permit payment of annual premium in 
one, three, six or ten installments. 


Amer. Surety/Pacific Nat’l 
Advance O’Neil in Chicago 


American Surety/Pacific National Z. 
have placed their new western regional 
claim department in Chicago in opera- 
tion with Daniel B. O’Neil as regional 
claims manager. 

Mr. O'Neil joined the companies in 
May of this year. He received his super- 
visory experience as claims manager for 
13 years with Massachusetts Bonding, 
and before this gained practical expe- 
rience through his direct contact with 
the public as an adjustor with General 
Accident Co, 

Richard W. Lowery and John M. 
Lang have been appointed assistants to 
Mr. O'Neil. (Mr. Lowery, who will be 
regional bond claim manager, has been 
with the companies for seven years. Mr. 
Lang, who will be assistant regional claim 
manager, was employed by the compan- 
ies last February and was formerly 
claim manager in the home office of 
Northern Insurance Co. of New York. 








Moss Asst. Claims Manager 
Charles Moss, Jr., has recently been 
appointed assistant manager, claim de- 
partment New York branch office of 
Standard Accident. Mr. Moss began his 
insurance career in 1952 and joined 
Standard Accident in 1956 as a claims 
representative for the New York branch. 
In 1958 he was transferred to the Bridge- 
port, Conn. office where he served in that 
same capacity. He returned to New 
York in 1959 to act as a company claims 
supervisor in the New York territory. 

A graduate of Northeastern Univer- 
sity, with a Bachelor of Science Degree 
in Economics and Business Administra- 
tion, Mr. Moss is a U. S. Army veteran 
of World War II. 


A. S. JOHNSON RETIRES 





Former American Mutual Liability Vice 
President Plans Trip To Europe 
With Wife 
Arthur S. Johnson, well known 
throughout the insurance industry, re- 
tired last week as vice president of 
American Mutual Liability, Wakefield, 
Mass. He was manager of the company’s 
engineering department, directing the 
company’s loss prevention activities in 

its 82 offices, coast-to-coast. 

Mr. Johnson is widely known for his 
safety activities. He was a member of 
the board of governors of the Insurance 
Institute For Highway Safety Council, 
most recently on the executive com- 
mittee of the industrial conference; was 
a prominent member of the American 
Society of Safety Engineers; and former 
chairman of the American Standards 
Council. 

Throughout the years he held exec- 
utive positions in many other associa- 
tions and was a member of the Presi- 
dent’s Conferences on Highway and In- 
dustrial Safety. 

Mr. Johnson joined American Mutual 
in 1923. He makes his home in Byfield, 
Mass. He and Mrs. Johnson plan an ex- 
tended tour of Europe. 





William “Pete” Peterson of 
Standard Accident Retires 


William W. “Pete” Peterson, assistant 
vice president, who has been in charge 
of contract bonding for Standard Acci- 
dent for the past 18 years, retired from 
his position August 31, 

3efore joining the company in 1940 as 
manager of the St. Louis office, Mr. 
Peterson had been an insurance broker 
for a Missouri firm. Two years after his 
move to Standard Accident, Mr. Peter- 
son, a Master of Business Administration 
of the Harvard School of Business, was 
transferred to the Detroit home office 
contract bond department where he was 
made assistant manager. In the following 
year he was appointed manager of that 
same department; in 1951 he was ap- 
pointed executive secretary in charge of 
contract bonding. He became assistant 
vice president in 1955. 


Appoint Twede Claims Mgr. 

Charles R. Twede has been appointed 
claims manager in the Yakima, Wash. 
office of Hartford Insurance Group. Mr. 
Twede, who is a member of Washington 
3ar, has been with the Hartford Ac- 
cident & Indemnity since 1951. 
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Makes it legal... 


but doesn't 
make it work 








PX Ram mem eee 
(A mee ee 
eA Oe ee 


PAE oe ee oe wy eee 


Mag 


Love, loyalty, understanding — more than a license is needed to make a 
marriage sound. And it takes experience, know-how, efficient service and, 
we might add, generous commissions to put an insurance business on a sound, 
lasting basis, Thirty-seven years, for instance. That's how long PSM has 


been at it. And doing very well. 
arrangements lately? 


Have you looked into our deviation 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 





10% DEVIATION: 

Automobile bodily injury and 
property damage liability: al! 
classes. 





MUTUAL INSURANCE CO. 


HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 


37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. * Mineola: 288 Old Country Rd., Long Island, 
ROBERT ZMOOS, Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 
10 Gibbs St., W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH 
MURPHY, Rep. * Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. ° 
Miami: 902 S.W. Second Ave., THOMAS H. RIGGINS, Mgr. ° E. Orange: 61 Lincoin 


St., IRVING GROVES, Mgr. 


Deviations and Dividends shown for New York State; . . . for other states, write New York office. 
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NEW ASST. EXECUTIVE OFFICER 


Vice President Curlee Appointed by Pre- 
ferred Insurance Co.; Formerly 
With Royal-Globe Ins. Group 
The appointment of Alfred T. Curlee 
to assistant executive officer is announced 









































































by Wendell Berman, chairman of the 
board and chief executive officer, Pre- 
ferred Insurance Co. Mr. Curlee, a vice 


direction of 
of company 
the business. 


will assist in the 
the over-all administration 
affairs in every phase of 

Mr. Curlee joined Preferred early in 
1960 as assistant vice president and pro- 
duction manager. His initial assignment 


president, 


included the introduction of new and 
special lines of coverage to Preferred 
agents. In June of 1960, he was elected 


vice president of Southwestern Indem- 
nity, Preferred’s wholly-owned subsidi- 
ary. In February of this year, he was 
elected vice president of Preferre d and 
a director of Southwestern Indemnity. 
He has also served as director of agen- 





cies for both companies. 
Before joining Preferred, Mr. Curlee 
was with the Royal-Globe Insurance 
ALFRED T. CURLEE Group. When he left to join Preferred, 


he was head of country-wide production 
planning. Previously, Mr. Curlee was in 
the personnel and " public relations de- 
partments of Burlington Mills Corp. He 
served as an officer in the U. S. Navy 
during World War II in the American 
and Pacific theatres and is a graduate of 
University of Virginia. 





PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 


L. I. OFFICE IS MOVED 

William Dandridge, superintendent 
of agencies for Public Service Mutual, 
has announced the removal of the firms 
Long Island office to 288 Old Country 
Road, Mineola, L. I. Formerly situated 
EXCELSIOR in Hempstead, the new Mineola address 
was effective September 1. The new 
a eg alg telephone number is CH 8-7800. Robert 

Zmoos is the manager of this office 


ARE BUILDING 
FOR 
THEMSELVES 








Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Compeny 
Bahnhofstr. 1, Zurich, Switzerland 


Gerling International Compagnie d'Assurances 
et de Réassurance S.A. 
26 rue du Lombard, Bruxelies, Belgium 




















PRITCHARD AND BAIRD 
REINSURANCE 
intermediaries 


Consultants and 


Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 
best. 





“WE ARE WHAT WE DO" 








123 William Street, New York 38, N. Y. 
WOrth 4-1981 














Senior Names Advisory Committee 


Col. 5. E. 
New 
Board, 


a seven 


Senior, chairman of the 
York Workmen’s Compensation 
has announced the formation of 
man workmen’s compensation 
committee to 


further the state’s rehabilitation program. 


rehabilitation advisory 
Committee members and their careers 

include: 
Arthur S. 


1937. 


M. D. — McGill Uni- 


Depart- 


Abramson, 


versity, Professor and chairman, 


ment of Rehabilitation Medicine, Albert Einstein 
Medicine of 
Medical 
College of fellow, New 
York Academy of Medicine; Diplomate, Ameri- 
Board of Physical Medicine 


College of Yeshiva University; 


Fellow, Amercan Association; fellow, 


American Physicians; 
can and Rehabilita- 
tion. 

Donald A, 
versity, 1933. 
Medicine 


versity 


Covalt, M. D. Uni- 
Department of Physical 
New York Uni- 


director, 


Indiana 
Professor, 
Rehabilitation, 
of Medicine; 


Institute of Physical Medicine 


and 
College associate 
and Rehabilitation, 
New York University Medical Center; 
Board of Physical Medicine 
habilitation, 

William H. M. D. — In charge of the 
Department of Physical Medicine and Rehabilita- 
tion in the Buffalo General Hospital, psychiatrist 
at the Buffalo Children’s Rehabilitation Center 
and attending psychiatrist at Buffalo Veteran’s 
Hospital. professor of Physical Medi- 


Diplomate 


American and Re- 


Georgi, 


Assotviate 


cine and Rehabilitation at University of Buffal 
Medical School. 

Leo Jivoff, M. D. — Long Island College of 
Medicine, 1949. Medical Director of the Ca: 
diovascular Work Evaluation Unit of the Heart 
Association in Associate professor 
and chairman of the Department of Rehabilit: 
tion Medicine of the State University of New 
York of Syracuse and 
medical director of the Rehabilitation Center of 
Syracuse University Hospital. Consultant in 
Rehabilitation Medicine at the Onondaga Count, 


Syracuse, 


College Medicine at 





Home and Infirmary. 

Adrian Levy — Doctor of Philosophy, New 
York University School of Education with 
special graduate training in vocation 1 
habilitation. Served in many vocational rr 
habilitation programs prior to being appointed 


Assistant Commissioner of Education for Voca 
tional Rehabilitation in New York State Educa- 
tion Department on September 1, 1956. 
M. D. — Cornell Univer 
sity, 1926. General medical New 
York Telephone Co.; associate professor of 
clinical Cornell University Medical 
attending New 
Fellow, American College of 
Physicians; fellow, New York Academy of 
Medicine. Member, Community Council, New 
York Heart Association, 

Jerome S. M. D. — Chicago Medical 
School, 1943. Chief, Division Physical Medicine 
and Rehabilitation, Montefiore Hospital. Baruch 
Fellowship in Physical Medicine and Rehabilita- 
American Board of Physical 
Medicine and Rehabilitation. 


Norman Plummer, 


director, 


medicine, 
College; assistant 
York Hospital. 


physician, 


Tobis, 


tion; Diplomate, 





JOHN J. ROURKE RETIRES 





Workmen’s Compensation and Liability 
Dept. Secretary for Glens Falls 
Spent 32 Years With Company 

John J. Rourke, secretary in charge 
of the workmen’s compensation and lia- 
bility department of Glens Falls Insur- 
ance Co., recently retired under the 
company’s pension plan after 32 years 
of service. Mr. Rourke, an officer since 

1948, was honored by fellow officers at 

a luncheon. 

Mr. Rourke, who received 
tion at Lehigh University, 


his educa- 
began his in- 


surance career in 1922, in Hartford. He 
joined the Glens Falls as manager of 
the workmen’s compensation and liabil- 


ity department in 1929, a year and a 
half after its organization and was in- 
strumental in developing the depart- 
ment’s underwriting procedures. 

In 1948, Mr. Rourke was appointed 
assistant secretary of Glens Falls In- 
demnity, and in 1951, was promoted to 
secretary of the old Glens Falls Group 
of Insurance Companies. He assumed 
his present responsibilities in 1954. 

For many years, Mr. Rourke repre- 
sented Glens Falls on the general lia- 
bility rating committee of the National 
Bureau Casualty Underwriters, and 
was recently honored by fellow mem- 
bers of the committee in New York. 
He also was the company’s representa- 
tive on the South Carolina Regional 
Committee of the National Council on 
Compensation Insurance. 


of 


Kemper Ins. Agents Course 
Scheduled for 50th Class 


The Mutual Insurance Institute, edu- 
cation division of Kemper Insurance, 
will conduct its 50th resident training 
course for agents and Kemper employes 


this fall. 

The class will be held October 23 
through November 18 at the institute in 
Chicago, where the first class met in 


February, 1946. Since then 1,139 students 
have been graduated. They came from 
43 states, the District of Columbia and 
Canada. 

The four-week course, one of the most 
concentrated of its kind in the industry, 
is heavily sales-orientated and covers all 
lines of insurance. 


OVEREXERTION DEATH RULING 
Colorado Judge Rules Death of Profes- 


sional Man from Overexertion 
Covered Under Workmeen’s Comp. 


A Colorado district judge ruled that the 
death of a professional man from “over- 
exertion” is covered under workmen’s 
compensation laws after all. 


The judge reversed the decision of the 
Colorado Industrial Commission in the 
case of Denver University Law School 
Dean William Gordon Johnston, finding 
that the dean’s widow is entitled to the 
$11,961 award made originally by a com- 
mission examiner. 

The judge held that the extra cunricu- 
lar work Mr. Johnston did on the day he 
died—addressing a dinner meeting of 
a legal fraternity of which he was a di- 
rector—constituted part of his duties as 
dean. In the light of his personal med- 
ical history, his heavy schedule of ac- 
tivities amounted to overexertion, the 
judge said. 

The state compensation insurance fund 
will appeal the decision to the Colorado 
Supreme Court. 


Name Kastner Special Rep. 
For Public Service Mutual 


The appointment of Charles R. Kast- 
ner as special representative for the 
Downtown Manhattan territory of Pub- 
lic Service Mutual is announced by Wil- 
liam E. Dandridge, superintendent of 
agencies. For the past three years, Mr. 
Kastner has been assistant manager of 
the company’s compensation and liability 
underwriting department. 

Prior to joining Public Service Mr. 
Kastner served ten years with the Hart- 
ford Accident & Indemnity in New York 
City. He also spent four years in the 
Philadelphia home office of Manufac- 
turers Casualty. Mr. Kastner entered 
the insurance field in 1938 when he joined 
the New York Compensation Insurance 
Rating Bureau, where he held a position 
for three years. 

A graduate of University of Ken- 
tucky with a Bachelor of Science Degree 
in Civil Engineering, Mr. Kastner was 
employed by the Tennessee Valley Au- 
thority and the Turner Construction Co, 
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Auto Liab. Increased 
Limits Tables Revised 


NOW EFFECTIVE IN 26 STATES 


Mutual Bureau Also Announces Re- 
vised Medical Payments Rates; No 
Overall B.I. Rate Level Change 








A revision of automobile liability in- 
reased limits tables and revised medical 
payments rates have been approved for 
use by members and subscribers of the 
Mutual [Bureau Insuance Rating Bureau, 
ffective September 1 in the following 
tates: 

Alabama, Arizona, Arkansas, Connec- 
ticut, Delaware, District of Col., Georgia, 
lowa, Kentucky, Maine, Michigan, Min- 


nesota, ‘Mississippi, Nebraska, Nevada, 
New Mexico, North Dakota, Ohio, 
Oregon, Pennsylvania, Rhode Island, 
South Dakota, Utah, Vermont, Wash- 


ington, West Virginia, and Wyoming. 
With respect to those states having 
financial responsibility limits of $5,000/ 
10,000 for bodily injury liability, the 
manual rates under the revised increased 
limits program will continue to be 
printed on a $5,000/10,000 basis. B.I. in- 
creased limits tables are being revised 
for these states so tthat lower factors 
will apply for limits of $10,000/20,000. 

In states where the financial responsi- 
bility limits are at least $10,000/20,000 
for BL. liability, the manual rates under 
the new program will be printed on a 
$10,000/20,000 basis. The revised manual 
rates for $10,000/20,000 B. I. rates will 
be approximately 5% below the present 
charges for $10,000/20,000 coverage. 

The revised increased limits 
will not produce an overall change in 
the Bl. rate level since higher factors 
are proposed for higher limits of cov- 
erages. There have been no changes in 
the percentages applicable to property 
damage increased limits. 


program 


With respect to medical payments in- 
surance the rate tables have been trans- 
ferred from the rate section of the Auto- 
mobile Casualty Manual to the state rate 
sheets. The medical payments rates are 
revised and vary by state in accordance 





Berry Named a Traffic 
Consultant by the ITHS 


James R. Berry has been named a 
traffic consultant for the Insurance In- 
“23 for Highway Safety, Washington, 
D. G. 

Pri prior to joining the IIHS staff, 
Mr. Berry was a supervisor of technical 
services with the safety education di- 
vision of the Iowa Department of Pub- 
lic Safety. He assisted Iowa cities to 
improve their traffic safety Programs in 
the areas of education, engineering, en- 
forcement, courts, and citizen support 
organizations. 

Russell I. Brown, president of the 
safety organization, said Mr. Berry will 
serve as a consultant in selected states 
in which the ITHS provides “direct 
sistance” to the official traffic safety 
programs. 

A native of Churdan, Iowa, Mr. Berry 
graduated from State College of Iowa, 
Cedar Falls, in 1958 with a minor in safe- 
ty education and a major in physical 
education. He did graduate work in 
1959 at the Center for Safety Education, 
New York University. A member of the 
Iowa Driver Education Association, he 
was also newsreel photographer for four 
years in the U. S. Navy. 


as- 


ROYAL-GLOBE APPOINTS TWO 

Royal-Globe Insurance Companies have 
named Harold G. Holst, casualty special 
representative for northern New York 
State with headquarters at the regional 
office at Syracuse. Mr. Holst has been 
with Royal-Globe since 1946, 

Also, Earl L. Griffith, bond special rep- 
resentative at San Antonio, has been 
promoted to bond superintendent. He 
has been with the companies since 1954. 


with the state experience for this cov- 
erage. 
Automobile Rate Revisions 

A revision of automobile liability rates 
effective September 1 has also been ap- 
proved for use by members and _ sub- 
scribers of the Mutual Insurance Rating 
Bureau in Arizona, District of Columbia, 
New Mexico, Ohio, Pennsylvania and 
Vermont. The revised rates apply for 
private passenger cars in the states of 
Arizona, New Mexico, Ohio and Penn- 
sylvania; for commercial cars in Arizona, 
District of Columbia, New Mexico, Ohio 
and Vermont; and for Division 1 garage 
risks in the states of Arizona, New Mex- 
ico, Ohio, Pennsylvania and Vermont. 

These revisions result in the following 





combined B.I. and P.D. liability statewide 
rate level changes: 

Private passenger cars—Arizona —0.8%, Dis- 
trict of Columbia no change, New Mexico 
+12.4%, Ohio +2.3%, Pennsylvania +2.3% 
and Vermont no change. 

Commercial cars—Arizona —3.9%, District of 


Columbia + 15.6%, New Mexico + 11.8%, Ohio 
+1.9%, Pennsylvania no change and Vermont 
+5.5%. 

Garage (Division 1)—Arizona —10.6%, Dis- 


trict of Columbia no change, New 
Ohio 5.2%, 5.3% 


6.3% 


Mexico 4.0%, 
Pennsylvania and Vermont 
Package Automobile Policy Program 


Effective September 1, many motorists 
in Arizona and New Mexico were able 





to obtain substantial savings on their 
automobile insurance as a result of the 
introduction of the Mutual Insurance 
Rating Bureau’s Package Automobile 
Policy Program. 

Important features of the program in- 
clude a newly designed, economy-type 
policy providing a “package” of automo- 
bile liability, medical expense and un- 
insured motorists coverages at a con- 
siderable premium saving, optional use 
of individual risk rating plans, variable 
policy periods and single limit of liability 
with optional ranges. The program is 
available for private passenger automo- 
biles owned by an individual or husband 
and wife at a premium saving of about 
15%. 


BRANDS OF DISTINCTION 


These two well-known “brands” day in and day out are making 

a lasting impression on the public through intensive local and 
national advertising. Each continually emphasizes the importance of 
professional service -— the kind that comes only from an 
independent insurance agent. 


Yes, professionalism is the BIG DIFFERENCE in today’s 

insurance market — a difference that Actna Casualty’s current 
national advertising theme, “Protection Ils A Job For Professionals,” 
strongly emphasizes and supports. 


Agency building is our business 


ETNA CASUALTY 


A-tna Casualty and Surety Company + Hartford 15: ‘Conn. 
Affiliated with 4tna Life Insurance Company® .- 





Standard Fire insurance reatics 4b ‘The Exeelaior Life, Canada, ’ 
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WELF 


“Prevailing ( 


ARE 


‘anadian 


THREAT 


public opinion 


in 1961 is that man IS his brother’s 


welfare state is here 


So observed The Financial Post last 





month — Canada’s national business 
weekly 

T article goes on to reveal Ontario 
Premier Frost’s “portable” pension 
scheme, the machinery of which is now 
being oiled. Simply, the Premier would 
require all employers of more than 15 


persons to set up 


plans. All 


ye required to build up 


pension 
employes would | 


for themselves a worth 


while retirement 

stake, whether or not they move from 
one job to another. 

The Post admits: “Economically as 

well as politically, the cries for increased 


pensions from the government are 


bound to inc in force. These cries 


~reas¢ 
provide a constant temptation to govern- 
ments eager to win votes.” But, the 


paper reasons: 


“Providing for old age is 


a very urgent 
problem of the last half of the twentieth 
century. With life expectancy now 20 


40% -50% 


1900, getting ready for retirement is a 


25 years or greater than it was 


profoundly urgent problem for the ma- 


jority of our population.” 


Disregarding the obvious pitfalls posed 


by give-away politicians; i.e. “just give 


us your vote and we'll take care of you,” 


we W urgent” 


Health 


insurance, we are 


mder just how “profoundly 


a problem old age assistance is 
grants 
told, 


} 
aione 


and hospital 
will cost the Canadian Government 
over $317 million 1961-62. 
900,900 Canadians are 
pensions worth $607 million. 





now some getting 


old age 


Canada has been well able to handle 


its problems in the past and it is far 
“welfare state.” 


‘The 


pension plan avoids that exten- 


removed from a 
As the 
portable 


Post points out: Frost 


sion of government intervention and 


bureaucracy and leaves pension arrange- 


ments and the 


pension investments in 


hands if independently owned businesses 


and the individuals involved. It does not 


make pension costs a part of the 


administration a new 
job for government.” 


tax 


system, nor their 


STORIES OF 
If the Luce 
had 
graphical articles about business men and 
West, keep 


night reading 


BUSINESS MEN 


magazines, including For- 


tune, no other attraction their bio- 


leaders in building up the 


many readers awake at 


those careers. Most of the stories of 


lives of these men have been told be- 


fore, sometimes repeatedly in publica- 


tions—Vanderbilts, Astors, Rockefellers, 


Ford, the 


the railway 


California mining millionaires, 
tycoons, but information 


about them 





seems to arouse an insati- 

able appetite for more 
Fortune is now running a series of 
such articles and the one in the Septem- 
ber issue is called “A History of Amer- 
ican Business” covering the frontier as 
well as the factory. In that issue are 
articles about John Jacob Astor, founder 


that 
Colt whose firearms helped Texans 
1860s an- 
and others. 


of the American branch of family; 
Sam 
win one war and later in the 


other and bigger one, 


issue de- 
scribes McCormick and his reaper which 
kept the 


civil 


A fascinating article in the 


farmer in business before the 
did sO 
prosperity 


instance, 


war much to 
that 


gives 


and 
rural 


bring 
about 
flict. 
insight 


after con- 


For Fortune this 
McCormick’s methods, of 
particular interest because of 


of the 


into 
his method 
f handling credit 

McCormick 


business 
] 


farm 

pioneered many modern 
practices even before the war 
iad enlarged the market for his ma- 
chines. He guaranteed his product and 
allowed farmers to pay on an installment 


plan that was gaited to harvest condi- 
tions. Like the Quakers, he believed 
in set prices, take it or leave it. The 


established 
$30 down 
months. 


price for 
and the 
But if the 


a reaper was $120, 
remainder within six 
harvest proved dis- 


appointing and the farmer lacked the 
final payment of $90, McCormick would 
extend the time. By refusing ever to 


sue a farmer for payment, McCormick 
built up a great reputation as the farm- 
er’s friend throughout the wheat country. 
Later on, through years of cut-throat 
battling with his Johnny-come-lately 
rivals, this reputation was to stand him 
in good stead. He went on to make 
binders as well as reapers—and Inter- 
national Harvester, the lineal descendant 
of the company he founded, still bulks 
large in the farm-equipment field today. 


Describing the hard plight of the 


farmers before the McCormick reaper 


Henry Brooke, British Minister of 
Housing and Local Government, appeared 
before House of Commons in August 
and announced that flood cover will be- 
come readily available. British Insurance 
Association and Lloyd’s have made joint 
proposals for increased protection. In 
brief, the agreement reached by tariff 
offices, independent and mutual compa- 
nies and Lloyd’s is to make flood insur- 
ance “at modest rates of premium” more 
widely available. The Government will 
supplement to whatever extent it feels is 
necessary in aiding the locally admin- 
istered relief funds. He said that in 
many areas there had been the wettest 
season in years. Most of these floods 
were in the autumn and winter of 1960. 

x * OF 

J. A. Munro, president of the Pruden- 
tial Insurance Co. of Great Britain, 
United States manager of the Skandia 
and -president of the Hudson Insurance 
Co., which comprise the Prudential- 
Skandia-Hudson Group in the reinsur- 
ance field, and Mrs. Munro, are sailing 
September 13 to Europe on the “Queen 
Mary.” They will be away several weeks 
in London, Scandinavian countries and 
elsewhere. 

* * * 
Chester Bruce Bartels, son of Millard 


Bartels, chairman of insurance execu- 
tive committee of The Travelers and its 
general counsel, and Mrs. Bartels, was 


married on September 2 to Vickery Dun- 
ton Spencer, daughter of Mrs. Donald 
Perry Spencer of Hingham, Mass. The 
ceremony was held at St. Michael’s Epis- 
copal Church, Marblehead. The recep- 
tion following the ceremony was at the 
Eastern Yacht Club. A student of Uni- 
versity of Colorado, Chester Bartels for- 
merly attended Washington and Lee 
University. 


Oliver 
Fortune 


and the John Deere and James 


farm drilling implements said 
in part: 

Enter, at this time, John Deere, a Ver- 
mont-born blacksmith who moved from 
Grand Detour, Illinois, to Moline in the 
1840's, and whose name still graces one 
of the great agricultural-machinery com- 
panies. Deere had noticed that plows 
improvised by John Lane, a Chicago 
blacksmith, out of steel saws could cut 
and turn the toughest earth. As scien- 
tifically inclined as Thomas Jefferson, 
Deere worked on the problem of the best 
moldboard curve for the soils of Illinois 
and Iowa, and as fast as the problem 


of getting good steels could be solved, 
his manufacturing business grew. Later 


“soft-center” 
brittle 


came plows in which the 


ordinarily steels were supported 
by more malleable metals; and in 1855, 
James Oliver of South Bend, Indiana, 


came up with a method for chilling the 
working surface of a steel casting more 


quickly than the back supporting sec- 
tions. The chilled-steel plow had an 
extraordinarily smooth surface that was 
not achieved at the cost of excessive 


brittleness—and on the 
Oliver’s improvement another great 
agricultural-machinery company was 
born to carry its original name far for- 
ward into the twentieth century.* By 
the time of the mid _ 1840's western 
farmers were hitching two or three plows 
together and riding them sulky fashion, 
which took much of the backbreaking 
tedium out of the job of getting ready 
for spring sowing. 


books 


pour 


basis of Mr. 


Americans 
the the 
latest to appear being the life of Wil- 
liam Randolph Hearst, 


Biographical about 


continue to from 


presses, 
newspaper pub- 


lisher and collector of antiques, some 


of which dating far back in European 
history have often been nailed by Hearst 
in boxes which clog warehouses. 








Fabian Bachrach 
BENJAMIN D. SALINGER 


Benjamin D. Salinger, partner in the 


Salinger & Wayne Agency, will serve as 
chairman of the life insurance division 
during the Greater New York USO's 
1961 drive for funds. Mr. Salinger’s ap- 
pointment was announced by Major Gen- 
eral Melvin L. Krulewitch, USMCK 
(ret.), chairman of the New York State 
\thletic Commission and campaign chair- 


man of the New York City USO. This 
year’s contribution requests have been 
set at $11,525,000, of which New York’s 


quota is $1,250,000. 


In accepting his ap 
pointment, Mr. 


Salinger pointed out that 
the USO's morale-building program for 
our Cold War Gls now includes a net 
work of 209 clubs and centers throughout 


the world and the USO shows which 

bring live entertainment to remote mili- 
tary installations abroad. 
* ” * 

Willard A. Weathersby, Jr., special 


agent in Tennessee, is being transferred 
to Springfield, Ill, by the National of 
Hartford Companies. A graduate of 


Memphis State University, Mr. Weath- 
ersby was in the local agency business 
in Pompano ‘Beach, Fla., and Memphis, 


before his employment by the National 
of Hartford Companies in June, 1960, and 
since September, 1960, he has been trav- 
eling in Tennessee. 

* * * 


Richard D. Parrish, Jr., former direc- 
tor of agencies, has been elected vice 
president and director of agencies of the 
American Capitol Insurance Co. at Hous- 
ton, Tex. He will direct agency activities 
for agents in seven states—Texas, Loui- 
siana, Arkansas, New Mexico, Colorado, 
Kansas and Oklahoma. 


* * * 


George A. Boyd, executive vice presi- 
dent of America Fore Loyalty Group, 
has been elected a director of the Na- 
tional-Ben Franklin Insurance Co. of 
Pittsburgh, member company of the 
group. Mr. Boyd is also a director of 
the Niagara Fire, Fidelity and Casualty 
of New York and the Niagara Insurance 
Co. (Bermuda) Limited. 


* * * 


Wayman J. Hyde has been named as- 
sistani director of personnel for Repub- 
lic National Life. 

A native Texan and Korean veteran, 
Mr. Hyde served as principal of Bland 
High School in Merit, Texas and as an 
assistant professor at East Texas State 
Se om He joined Republic National 


Life in 1958 as personnel assistant. 
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Looking for better solutions 
to small-group pension problems? 


Better check Nationwide’s new RETIREMENT SECURITY PLAN (RSP)®, especially designed for 
corporations with 3-to-24 employees. No trust agreements—no individual policies—no product 
development. Nationwide prepares cost estimates and proposals based on brief, simple facts. 

RSP® will pay up to $96,000 cash or $670 monthly to key stockholder-employees. Rates and 
benefits guaranteed for life; death benefit before and after retirement with early disability, 
too. 20% graded commission. And Nationwide handles all details of installation and admin- 
istration, provides booklet-certificates to participants—to save you time and expense. There’s 
nothing else like it anywhere today! 

Ask your nearest Nationwide Group office for descriptive brochure or write Group Pension 
Sales, Department E, Nationwide Insurance, 246 North High Street, Columbus 16, Ohio. 


Find out, too, about Nationwide’s new approach to profit-sharing plans and their 
revised guaranteed interest and purchase rates for Deposit Administration. 


F a PN ed, A) ed Se the company that created SECURANCE 





Nationwide Mutual Insurance Company/Nationwide Life Insurance Company 
home office: Columbus, Ohio 





The Equitable Life of Bob Rea in Sacramento, Cal. 


Do-it-yourself projects include miniature 
Japanese garden, complete with fish pond, 
arched bridge and stone lanterns. Giving 
Dad a hand is oldest daughter Barbara, 16. 


‘ a * 
Robert J. Rea, CLU, enjoys a dip in his backyard pool after a busy day in the 
insurance world. Looking on are three of his four daughters; Patti, 4, Cindy, 10, 
and Christine, 8, standing. Bob, a member of the Robert D. Metcalf Agency in 
Sacramento, is a life member of Equitable’s Million Club. 


AW al 


Cool refreshments for the children are 
served up by Bob and wife June at fam- 
ily snack bar in their attractive home. 
Barbara stands at right. 


Advice: Bob discusses optional modes of set- As publicity chairman of the local CLU Helps Frank Skover, prominent Sacra- 
tlement with Mrs. Aileen Draper, widow of a chapter, Bob meets with William Schuster, mento realtor, plan his estate. Bob serves 
client who was protected with considerable chapter past president, to discuss ways of on the Polio Foundation, United Crusade 
Equitable Living Insurance. getting CLU publicity into the papers. and Family Service Agency. 


A Man’s Prestige somehow goes hand in hand with the prestige of EQU I TABLE 
the company he represents. This is why Bob is proud to be a life THE 

underwriter for Equitable. It’s a full life. And a rewarding one. Life Assurance Society of the United States 
Living Insurance is more than a need . . . it is a career. Home Office: New York, N. Y. ©1961 














